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State Gas Tax Collections 
In 1930 Reach $522,110,961, 
Setting a New High Mark 


Increase of $73,927,712 Over 1929 and Gain of 


$203,709,405 Over 1928 Reported by Amer- 


ican Petroleum Institute 
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URGES DEALERS TO 


By A. VAN DER ZEE 


General Sales Manager Dodge Brothers Corporation 


ORGANIZE SALES STAFFS BR gbhasrt ie March 31.—The time has come when auto- 


mobile merchandising must take its place in the field 


of specialty selling. 


No longer is a dealer’s success entirely 


dependent upon design and construction of the product. It 
is now largely a question of systematic sales management. 
Competition is no longer limited to other automobile dealers, 


N EW YORK, March 31.—State gasoline tax collections in 
| but includes many other lines of commodities which com- 


1930 reached a new high total of $522,110,961, an in- 


4 Soy been 


crease of $73,927,712 over the $448,183,249 total of 1929 and 
$203,709,405 above the $318,401,556 total of 1928, the Amer- 
ican Petroleum Institute finds. The collection represents an 
income of around $1,400,000 per day. 


NAME E.C. BULLARD ts, satecton gues report 
GENERAL MANAGER, 
SUCCEEDS FATHER 


states and the District of Columbia 
and do not include the taxes col- 
Bridgeport, Conn., March 31.—Ed 
C. Bullard, son of Dudley B. Bullard ’ : 
and one of the grandsons of the |4S0line tax income, although the 
founder of the Bullard Company, |!inal report of the United States 


machine tool manufacturers, has | Bureau of Public Roads, giving net 
manager of collections, may reduce it somewhat. 


So egegty California again léd thé Sates “tii 
ee re een mee TRONS, | collected, $39,988,920, as 


Stanley Hale Bullard, who died #™mount coll ——— 
March 22. The younger Mr. Bullard compared with $37,559,713 in 1929 
had previously been chosen vice- | and $33,042,095 in-1928. The tax rate 
president and he is now both vice- | #5 3 cents per gallon in each year. 
president and-general manager, as | Ohio again was second, with collec- 
was his predecessor. 

The appointment was made at a 
meeting of the board of directors. 
The new general manager is a grad- 
uate of Yale, class of 1917. He en- 
tered the Bullard plant after leav- 
ing college and in 1926 was made 
assistant to his father, chief engi- 
neer. 

Mr. Bullard is a member of the 
Bridgeport Engineers’ Club and of 
the American Society of Mechanical cs 
Engineers. (Continued on Page 9) 


New York, March 31.—William H. Beatty, vice-presi- 
dent of the Newell-Emmett Company, advertising agents, 
‘died this morning at his home in Liberty Corner, N. J., as 
a result of typhoid fever‘and other complications following 
‘influenza. Age 45. After graduating in 1906 from the 
‘Drexel Institute, Philadelphia, Mr. Beatty became a prac- 
ticing engineer, but later joined the staff of McGraw-Hill, 
Class-Journal. Previous to identifying himself with the 


ties. The state reports are not uni- 
form, some reporting 
tions and others net, but the total 
is regarded by the institute 
reliable final estimate of 1930 state 


'187 in 1929, both at the 4 cents per 
gallon rate. and $24,885,700 in 1928 
}at 3-¢ent rate. Texas replaced Penn- 
| Sylvania with third highest collec- 
| tions, the Texss income being $32.- 
| 052,442, against $22,180.083 in 1929, 
both at 4 cents per gallon, 
Texas collected $17,724.400 at 
|rate of 2 cents per gallon until Sep- 
|tember 1 and 3 cents thereafter 
Pennsylvania's 1930 total was $32,- 


Newell-Emmett Company, of which he was one of the organ- | 


izers, he had been an executive with the former Frank Sea- 
‘man Agency. 
Society of Psychical Research and was a member of the 
Dutch Treat Club. He is survived by his wife, Sarah C. 


Beatty, three young sons and a daughter. 
» * + 


Tulsa, Okla., March 31.—W. B. Mayo, chief engineer of 
Ford Motor Company, attending the national airport con- 


ference at Tulsa, predicts that by 1941 all of the major rail-| 


road systéms will be operating airlines for passengers, thus 


leaving’its rails clear for the freight trains. 
7 x x 


Washington, March 31.—In commenting on the an- 
nouncement that Standard Oil Company of Indiana inter- 
ests had agreed to reduce their imports along with Vene- 
zuelan production, Secretary of Interior Wilbur said the 
Standard Oil Company of New Jersey had agreed to reduce 
its imports from 60,000 to 45,000 barrels a day, and the Gulf 
Oil interests had expressed willingness to cut their imports 
of gasoline 50 per cent. 


lected by counties and municipali- | 


gross collec- | 


as a} 


tions of $38,802,460, against $34,082,- , 


In 1928 | 
the | 


He was actively interested in the work of the! 


| pete for the consumer’s dollar. 


WILLYS-OVERLAND CO. 
SALES IN FEBRUARY 
RUN AHEAD OF 193 


Toledo, March 31.—Complete car 
registrations from the first twenty- 
reporting for February 
show an increase of 5.7 per 
for Willvs-Overland cars over 


one states 


the 
oe 
3 |Graham, vice-president 
of sales. announced here today. 

Among 


oe 


° y aan 


A. VAN DER ZEE, ! 
Sales Manager of Dodge Bros. Corp. | 


‘SCOTT HAILS REO 
MOVE IN CANADA 


Montreal, March 31.—The follow- 


ing statement has been issued by| March schedule. We have every 
R. H. Scott, chairman of the board | reason to feel encouraged over the 
of the Reo Motor Car Company: steady pick-up in business that has 
“The re-establishment of 
production facilities in Canada is,of our new line the first of the 
evidence of our appreciation of the | year and look forward to continued 
generous and loyal patronage of the! gains in the spring months. 
Canadian buyers over a period of! “The fact that car manufacturers 
many years. For them there is par-| have agreed not to bring out new 
ticular gratification in this develop- | models in mid-year or the closing 
ment, since it improves our oppor-| months of the summer should also 


| Missouri. Ohio, Michigan, 
| Kentucky, New Hampshire, Arkan- 
sas, North Dakota and Wyoming. 
“Our March sales will show more 
than a 30 per cent. gain over Feb- 
ruary.” Mr. Graham said, “and our 


cent. 


. 


same month of last year, George M. 
in charge 


the states where Willys- ; 


Overland showed gains were Illinois, 
Maine, 


production plans for April call for | With the 
an increase of 25 per cent. over the | follow-up type of specialty selling of 


Reo , been apparent since the introduction | 


Dealers in other lines of commod- 
ity selling have developed a very de- 


cided advantage through many years 
of aggressive merchandising experi- 
ence, and if the automobile dealer 
is to compete with these progressive 
dealers, he must use the same mod- 
ern, up-to-date methods. 

It is evident that automobile sell- 
ing methods have not kept pace 
with the engineering design and, 
manufacturing development of the 
automobile. The same _ time-worn, 
sit-around-the-salesroom policy first 
used in the sales end of our business 
is still in wide practice. Generally 
| speaking, we are uSing 1921 methods 
{to sell 1931 automobiles—we are ten 
; years behind in selling! 

To say that there are no real 
automobile salesmen would b. Bross 
exaggeration. We all know of in- 
stances where first class salesman- 
{ship has been employed to decided 
advantage, but as a general rule, the 
|caliber of automobile salesmanship 
| today does not in any way compare 
intensive and sustained 


| radios, pianos, washing machines, 
|} vacuum Cleaners, brushes, real es- 
tate, stocks, bonds or insurance. 
This condition is due in part to 
the kind of market we have had in 


| the past—it was unnecessary to go 


out after prospects when they were 
so willing to come into the sales- 
room. 
Drop-In Customers Fewer 
Every dealer, however, will agree 


tunity to serve the public of the! bring substantial business in June,| that there has been a very decided 


| 
great country where I was born and| July, August and September. 


raised.” 
Commenting upon this latest de- 

velopment in the long history of/|of the public’s anticipation of new 

Reo in Canada, F. A. Nancekivell of | models.” 

the Nancekivell Motors, Ltd., Mon- | ———— 


Wher- | shrinkage in the number of drop-in 
| as in former years these months be-|customers during the past several 
gan to show a dropping off because | years and that in order to secure a 


(Continued on Page 2%) 


Sats Laedhes Suk, Oalel 


| 


| TODAY | 


Sparks from Detrett *| NEW YORK, March 31.—Motor 


Chevrolet output for first quarter | x 
near 213,853 3 | vehicle production in the United 


| Ford sales in New England gain | States and Canada in April is ex- 
| sharply in February,......Page 3) pected to exceed 320,000, with the 
| Editorial: “Sign and Send”..Page 4| possibility that it 
| Contemporary comment Page 4 | 340,000, according to estimates being 
Calendar of coming events...Page 4| made at the beginning of the second 
Atlania and Philadelphia dealers | quarter of the year. The April, 1930, 
have definite advertising ideas | total was 468,000. 
Page 4| With the first quarter behind it, 
S. P. A. issues new equipment cat- | the automotive industry is turning 
alogue .... 
Nash dealer sells $13,360 in used next three months and the increased 
cars with one ad -Page 7) sales and production they are cer- 
Engineering news Page 11 tain to bring. 


| 

is the question of the hour and the 
| outlook for production in April is 

| naturally getting attention. 
Pages6,7| Estimates have been made in 
Cvmulative February new passen- | some quarters recently that the 
ger car registrations. ...Pages 8,9| output of the industry in the com- 
Passenger car equipment and ac- | ing month would approach 400,000, 
Page 1G but these have received little 


| 
| 
} 


j Reference Tables 


| Cumulative February new com- 
mercial ear registrations 


— 


The probable extent of that upturn 


| that even the 


may approach l|take place 


Page 6| its attention to the prospects for the | 


Expected to Beat 320,000 


serious attention within the trade 
It is the history of the industry 
spring upturn pro- 
ceeds gradually and it is entirely 
too much to expect that there will 
a jump from an out- 
| pat of around 270,000 in March to 
400,000 in April. This would be a 
| gain of more than 60 per cent. in 
| April over March, as against a nor- 
mal expectation of around 7 per 
While the National Automobile 
| Chamber of Commerce estimate for 
| March is not yet available, it is 
| expected to show a total of close 
| to 270,000. A normal upturn in 
| April would result in a production 
| of around 290,000 and a 29 per cent. 
| gain would carry to 350,000. An 
| output of 320,000) would represent 
| an increase of 18 per cent. 

While it is not safe to attempt te 
estimate the April operations too 


(Continued on Page 6) 
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New Twin Coach Taxi-Coach 


THE NEW TAXI-COACH MODEL announced by the Twin Coach Company, Kent, O., is designed to meet 


the present-day 


private automobile competition. 


The new unit is 


transportation 


Organized Man Power Key 


To Dealer Success in 1931. 


(Continued from Page 1) 


Satisfactory volume of business, it 
has become necessary for him to go 
out and find prospects and bring 
them into the salesroom., 

We often hear a dealer complain 
about the kind of salesman he has, 
but seldom does he realize that he 
is indicting himself, not only as a 
poor sales manager, but as an inef- 
ficient executive. It is only logical 
to suppose that a dealer who keeps 
salesmen with whom he is not satis- 
field is either admitting his inability 
or lack of desire to change the situa- 
tion 

The number and kind of retail 
salesmen a dealer has, more than 
anything else, pre-determines 
probable gross and net profits over 
any period of time. 

The majority of automobile deal- 
ers have a quota written into their 
seli.ag agreement or contract, and 
regardless of whether or not they 
really expect to sell this particular 
number of automobiles, they realize 
that a specific number of car sales 
must be made in order to pay their 
overhead and allow them a satis- 
factory profit 
Nite relation between the number of 
salesmen employed and the number 
of cars sold. 

The first step, therefore, in or- 
ganizing man power from a retail 
standpoint is to know specifically 
how Many salesmen are required to 
sel] the given number or quota to 
be disposed of during the year. Then 
any increase that may come through 


increased efficiency as a result of 


better training and direction will 
represent added profits over and 
above those already anticipated, 

In the eyes of the public, 
reiail 


the 


his | 


There is a very defi- | 


salesman is the dealer. His’ 


knowledge of his product, his ap- 
pearance, manner and salesman- 
ship make a definite impression 
upon each prospect and whether or 
not he buys, he forms a very defi- 
nite opinion of the dealer which 
is passed on to friends and ac- 
quaintances. 

It is the consensus of 
opinions that molds and _ finally 
crystallizes the dealer's local repu- 
tation to a very large extent. 

Organized man 
tail sense in which we use it at 
Dodge Brothers, means that a deal- 
er has a sufficient number of the 
right type of salesmen, 
equipped, thoroughly trained, intelli- 
gently directed, fairly compensated 
and adequately supplied with good 
prospects. 


these 


Proper Man Power Essential 

If a dealer's retail sales depart- 
ment is properly manned and or- 
ganized according to this definition, 
there is nothing that can possibly 
stop him from securing his share 
of the business. 

Analysis has clearly 
the average automobile 
drifted into his present vocation. 
Those who selected the vocation 
after careful study and consideration 
of many other vocations comprise a 
very small minority. 

Furthermore, only a 
centage of automobile 
realize that automobile 
ship is a profession, that it must 
be adequately prepared for, con- 
stantly studied and kept up to date 
in much the same manner as law, 
medicine, or any other recognized 
profession. 


shown that 
salesman 


small per- 
salesmen 
salesman- 


Many an automobile salesman 


If you are asked as 
to what kind of car 
upholstery positively 
won't shine clothing 
... the answer is 


TASE 


The 


SUPERIOR MOHAIR 


“Save With Velmo” 


power in the re-| 


fully | 


suitable for urban or interurban 


' 

who would not consider having a 
tooth extracted without the use of 
modern painless methods, will think 
nothing of practicing antiquated 
selling methods that are just as ob- 
solete. 
| While it is not my purpose to find 
| the fault and lay the blame, I do 
| wish to point out that a dealer who 
lis not satisfied with his salesmen 
|should ask himself these questions: 
|Who hired my salesmen? Who 
trained them? How and how much | 
are they paid? Do I provide them) 
with up-to-date selling information? 
Do I direct them intelligently in 
their daily selling effort? Do I know 
|'what they are saying to prospects 
and how they are saying it, and 
consequently, what kind of an im- 
pression are they creating on the 
public? Have I provided them with 
every selling help available? Am 
I léading them, driving them, or for- 
getting them, and last, but not least, 
who is directly responsible for their 
efficiency and what am I going to 
do about it? 

Many a prospective salesman ap- 
plying to the dealer, stresses his past 
experience, success and _ present 
ability. If the dealer does not 
bother to check up his references 
and verify his past performance, 
who other than himself can he 
blame when he finds out several | 
months later that he has hired an 
inexperienced man, or one who is 
fundamentally unfitted for his 
work? 

The subject of inexperience brings 
up the subject of what kind of 
salesmen to employ. Some dealers 
strive to employ the star salesmen 
of their competitors by offering 
them greater inducement. Others 
try to hire experienced salesmen in 
general, while still others are find-| 
ing it more profitable to bring them 
up through their own organizations 
or hire comparatively green men 
and train them in their own 
methods. 

This latter plan is becoming more 
and more popular for several im- 
portant reasons. 
| The experienced salesman usually 
|has ideas of his own. He is not 
lalways open to conviction and be- 
|cause of his past experience which 
|may have been more or less suc- 
jcessful, he prefers to use the 
;}methods with which he is familiar 
land will not readily accept and 
jcarry out new ideas with the en- 
| thusiasm and intelligence necessary 
|to their full success. This attitude 
| naturally has a weakening effect 
jon the team work and morale of 
| the organization as a whole and 
| should be carefully guarded against. 


On the other hand a mechanic or 
stock clerk who has been promoted 
}or a comparatively green man from 
| the outside does not know that it 
|cannot be done. He has been ac- 
customed to working 8 to 9 hours a 
day in a store, office, shop or fac- 
| tory and he will expect to work the 
| same hours in his new job. Believing 
| what the dealer tells him, he is 
| willing to follow directions implic- 
itly and without question. 
| Of course there is the experienced 
| salesman who is open minded and is 
| perfectly willing to follow the di- 
| rection and instructions of a dealer, 
| realizing that he can always im- | 
prove his sales methods and selling 
talk. He is the best man to hire. | 

Probably the type of experienced | 
man that would make a success with | 
the dealer is not looking for a new! 


|} thousands of energetic young 
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Klingler Opens the Records 


K 
Hupmobile in Canada 


* * 


Chris Sinsabaugh—Detroit Editor 


ET’S peak over the shoulder of Harry Klingler as he 
reads the reports of Chevrolet truck activities and then 
we will realize that this branch of the business is going 


strong, all things considered. 


With the general sales man- 


ager of this big erganization we will learn from his reports 


that there has been a steady 


business since the first of the 
duction schedules in some of 
because of increasing orders. 


nothing new here, either, for 
ary they were boosted beyond what had been planned. 


uptrend in Chevrolet's truck 
year, and that right now pro- 
the models have been doubled 
Advancement of schedules is 
both in January and Febru- 
In 


March this was done twice and April promises to keep along 


at this pace. 
- 


* 


* 


UOTING General Sales Manager Klingler, we find that 


he 
trucks 


interprets ‘this 
as economically 


large 
significant. 


increasing buying of 
“Increases in truck 


and 


demand paint a better picture of improving business condi- 


tions than do similar increases in passenger sales,” 
“Truck purchases are a capital investment by the 


Klingler. 
business men and are made 


possibilities or expanding business. 


Savs 


only when justified by profit 
Our records show these 


purchases are from all sections of the country, by a great 
variety of businesses and in numbers from individual units 


| up to fleet quantities.” 


os 


* 


* 


HE addition of a body plant at Indianapolis has greatly 
strengthened Chevrolet’s truck department, and now its 


activities are nation-wide. 


The engines and chassis are 


built in the company’s various plants; Indianapolis ships 


' bodies in sections to fifty-two 


cities across the country for 


branch plants in as many key 
assembly and mounting. This 


method was adopted last fall and now the commercial car 
department has to offer nineteen models on three wheel bases. 


position. His present dealer sees to 
it that he is satisfied and remains 
satisfied and consequently the dealer 
seeking to employ such a salesman 
does not have an opportunity to 
interest him. 

The next point that logically fol- 
lows is where to find prospective 
salesmen. In almost any com- 
munity there are hundreds, perhaps 
men 
who have all the necessary funda- 
mental qualifications of automobile 
salesmen. Usually they the making 
one-quarter to one-half the amount 
of money they could make selling 
automobiles, if they put forth the 
same amount of interest and intelli- 
gent effort. It remains for the dealer 
merely to make systematic effort 
in order to obtain all the good pros- 
pective salesmen he could possibly 
need or want. 

The next question that logically 
arises, is “How could I take care of 
these men until they learn how to 
sell?” The most advantageous 
method yet devised, is the night 
sales school to be conducted by the 
dealer or his sales manager with the 


| prospective salesmen while they are 


still employed in their present posi- 
tions. 

During the course of several weeks 
sales training conducted in evenings, 
Saturday afternoons and on Sun- 


| days, at the dealer’s place of busi- 


ness, the salesmen can be taught all 
the fundamentals of automobile sell- 
ing, including standardized sales 
talks, the presentation of the prod- 
uct and road demonstration, and 
after the end of the school, those 
prospective salesmen who have 
shown suitable proficiency can be 
employed on a salary and commis- 


| Sion basis with reasonably good as- 


surance that with a little practical 
experience, intelligent direction and 
a measure of co-operation, they can 


soon become producing salesmen to} 


a satisfactory degree. 

At Dodge Brothers we have real- 
ized the need for specialized sales 
training. As a result, we have de- 
veloped specialized training for re- 


tail salesmen and sales managers 
based upon actual fiéld surveys, 
which have revealed the most suc- 
cessful methods of procedure in 
salesmanship and sales management 
as related to Dodge Brothers prod- 
ucts. 

The same principles of organized 
man power which we have applied 
to the retail end of the business 
have also been applied to all the 
other major departments of a deal- 
er’s sales Operation. 

Obviously a dealer’s service de- 
partment must be adequately and 
efficiently manned in order that 
owners’ cars will be maintained in 
such a way as to be conducive to 
repeat sales. 

We have, therefore, made provi- 
sion for a very extensive service 
training program to parallel pro- 
cedure along retail sales lines. 

Every progressive dealer recognizes 
the necessity for proper budgetry 
contro] and at Dodge Brothers this 
activity is centered in a dealer oper- 
ations department, which is main- 
tained for the purpose of co-operat- 
ing with dealers in this respect 

The used car end of the business 
is so closely allied with the success- 
ful merchandising of new cars that 
we have for many years maintained 
one of the most outstanding used 
car departments in the industry, 
which has constantly applied the 
principles of organized man power 
to used Cars. 

After an employee has been 
trained along certain lines, it is a 
mistake to assume that he will con- 
tinue to operate without constant 
and intelligent direction. Particu- 
larly is this so of the retail sales- 
men. 

Unless a retail] salesman is con- 
stantly and intelligently directed, he 
may become lax in his working 
hours, and in his sales procedure 
and as a consequence, his sales vol- 
|ume drops until he drifts into an 
almost hopeless rut from which he 
rarely emerges. 


(Continued on Page 10) 
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® 


ACCOUNTS FOR : 31.2% 
OF INDUSTRY'S TOTAL; 
22% UNDER YEAR AGO) 


‘ae 


NEw YORK, March 31.—Produc- | 1926 to the end of 1930 the 
| Motor 


;expended in Canada $100,000,000 in 


tion of cars and trucks by the 
Chevrolet Motor Company in the 
first three months 
approximated 213,853, according to 
an estimate based on the com- 


pany’s actual output for the first 
two months and the announced 
schedule for the third month. 

This estimated total would com- 
pare with an estimated total of 
273,950 for the corresponding period 
of last year, representing a decline 
of 22 per cent. Chevrolet’s output 
in January was 69,035, in February 
67,318 and for March it announced 
a schedule of 77,500, which it is be- 
lieved it practically accomplished. 

The total as stated for the first 
quarter of last year is partly esti- 
mated. Production for January of 
last year was announced as 80,950 
by the company, but for February 
and March the output was esti- 
mated 

Chevrolet accounted for 31.2 pei 
cent. of all the cars and trucks pro- 
duced by American manufacturers 
in the first quarter of this year, as 
compared with 26.2 per cent. of the 
aggregate in the corresponding pe- 
riod of 1930. These figures are based 
on the expectation that production 
for the entire industry in March ap- 
proximated 275,000, bringing the 
total for the first three months to| 
683,115. This compared with an out- | 
put of 1,046,000 in the first quarte: 
of last year. 

Chevrolet’s January production of 
69,035 represented 39.7 per cent. of 
the total, as against 28.6 per cent. 
of the total in January of last year. 

In February, Chevrolet turned out 


of 


total, as against 23.7 per cent. in the 
corresponding month of 1930. 

Chevrolet's estimated output 
77,500 for March would represent 
28.2 per cent. of the estimated total 
for the entire industry, as compared | 
with 24 per cent. in March of last 
year. 

Chevrolet's share of the total 
Showed a decline through the first | 
quarter of the year, due to a change | 
in production program of the com- 
pany. Chevrolet announced its 1931 | 
models in November instead of wait- | 
ing until January, and immediately 
launched a big production program, | 
which gained momentum through 
December and January. Instead of | 
showing a large gain in February | 
over January, as the company did/| 
formerly when introducing its new 
models in January, the Chevrolet | 
output was off slightly, and un- 
doubtedly th March production) 
failed to show the usual increase 
over February, for the reason that) 
much of the heavy operations that 
are usually carried on in February 
and March were carried on in De-| 
cember and January, 

Following is the record of Chevro- 
let production for the first quarter 
of this year, as compared with 1930: 

Pte. of Pct. of | 

1931 Total 1930 Total 
69,035 39.7 80,950 28.6 
67,318 29.3 *93,500 23.7 
177,500 28.2 *100,500 24.0 


January 
February. 
March 


Totals . 213,853 31.2 273, 950 26 2 

* Estimated. 
pany. 

Chevrolet production in January 
was 14.7 per cent. below the corre- | 
sponding month of last year, while 
in February it was 27.9 per cent 
below. In March, however, a better 
Showing was made, with the decline 
amounting to 23 per cent. 

Evidence that Chevrolet is not 
the only General Motors unit that | 
is making a good showing this year 
in comparison with 1930 is seen in 
the fact that Chevrolet’s share of | 
the total output of General Motors 
in the first quarter of 1931 was less 
than in the corresponding period of | 
last year. 

Chevrolet, by virtue of the start 
it got in the production of its new 
models, started the year by ac- 
counting for 77 per cent. of the | 


} Scheduled by com- 


| 


General Motors total production in | ——.— 


January, a3 against 76 per cent. in' 


this year | I 
'of the Canadian Ford car, 


| tion were returned to office 


of } 


'used for 


| Reinhardt, 


} ment 


| year. 


| was 70 per cent., 


| against 


| January 


| January 


| FORD OF CANADA SPENT 


$100,000,000 IN 5 YEARS | 
FOR MATERIAL, SUPPLIES 


Dur- 
from 
Ford | 
Ltd. 


March 31 
period 


Que.., 
Ilive-year 


Montreal, 
the 


Company of Canada, 
the purchase of material and sup- 
plies required for the manufacture 
including 
parts to be assembled into Ford cars 
by plants operated by associated 
companies in. Australia, Malaya 
India and South Africa. The ma- 
terials and parts thus purchased 
were manufactured in over sixty 
Canadian cities and towns, requir- 
ing the employment of many thou- 
sands of workers outside of the Ford 
plants. 

In addition to this the Ford Motor 
Company of Canada paid $56,000,000 
in salaries and wages to its own 
employees during this’ five-year 
period, 


NEWARK A. T. A. AGAIN 
ELECTS FOLEY PRESIDENT 


Edward 
was re- 
officers | 
Associa- 
at the 
amnual meeting, which marked the 
silver anniversary of the organiza- | 
tion, in the Newark Athletic Club 
here. 

Officers re-elected with Mr. Foley | 
are: Vice-presidents, Alfred De} 
Cozen and Robert M. Hillas; treas- | 
urer, Joseph C. Bell; secretary, Glen | 
W. Tisdale; trustees, Charles B. 
Derby, Daniel A. Leary, William G 
Toland. 

Horace A. Bonnell submitted a re- 
port on the January automobile 
show, and William L. Mallon, chair- 


Newark, N. J., March 31. 
J. Foley, Chevrolet dealer, 
elected president and other 
of the Newark Auto Trade 


reported on bills. affecting motoring 
interests, now pending in the Legis- 
lature. 
The 
large 


out a 
many 


brought 
including 


anniversary 
gathering, 


| month of last year. 


| January and 722 in February of last 


° |man of the legislative committee, | 
67,318 units, or 29.3 per cent. of the, 


former presidents who have cane 


from the automobile business. 


DALLAS FORD BRANCH — | 


LEASES WAREHOUSE 


March 31 (UTPS).— 
Company branch 


Dallas, Tex., 
The Ford Motor 


| factory at Houston has leased one- 


half of the San Jacinto Warehouse 
there. The new quarters are being 
housing and distribution 
of parts. The new parts quarters 
occupies 50,000 square feet of floor 
space. The need for new quarters 
for the parts department arose out | 
of expansions at the branch, F. 8S. | 
manager, said. The space 
formerly used by the parts depart- | 
is now being used by the as- 
department. The expan- 
Houston is giving employ- 
200 more | 


sembling 
sion at 
ment to between 150 and 
men. ° 


the corresponding period of last 

This did not last, however, | 
in February Chevrolet's share | 
as compared with | 
74 per cent. in February, 1930, and | 
in March it was 71 per cent., as| 
against 74 a year ago. For the first | 
three months, Chevrolet accounted 
for 72 per cent. of the total, as 
74 per cent. in the first 
quarter of 1930. 

The following tables compare | 
production” of all the General Mo- | 
tors units with that of Chevrolet for 
the first quarter of this year: 


and 


0 | 
Chev- Chev- | 
rolet rolet 
69,035 
67,318 
+ 77,500 


G.M. 
Total 
89,349 
96,003 

*109,000 


70 
71 


February 
March 

213,853 72 
figures for 


294,652 
similar 


Totals ... 
Here are 
year; 
G.M. 
Total 
106,500 
126,196 
.*135,930 


. 368,626 
Scheduled, 


rolet 
716 
14 
714 


74 


rolet 

80,950 
“93,500 
100,500 


February ; 
March 
Totals . 273,950 


*Estimated. 


77 
| 
| 
| 
| 


last | 


| 


Chev- Chev- 


Ford Sales i in New England 


Gain Sharply in February) 


in January and 290 a year 
Vermont showed fifty-one 
the 


Feb- 


enty-five 


lago, while 


NEW YORK, March 31. —Retail 
sales of the Ford passenger 
in New England in February | 


over the 


thirty-one in 


120 


sales, as against 


cars 
showed a sharp 
preceding month, according to the 
registration returns now available 
from five of the six states. New 
Hampshire figures are still missing. 

Registrations of new Fords in the 
five states aggregated 2,118 in Feb- 
ruary, as against 1,519 in January 
an upturn of 39 per cent., and com- 
paring with 3,382 in the same states 
in the corresponding month of last 
year, a decliné of 37 per cent. 

Sales in each of the reporting 
states in February showed an in- 
crease over the preceding month 
but Maine was the only state to re 
port a gain over the corresponding 
Registrations of 
the Ford in that state last month 
amounted 221, as against 103 in Feb- 
ruary of last year and sixty-two in 
January of this year. 

Connecticut registrations 
ruary were 389, as against 


preceding month and in 


1930. 
The following’ table 
Ford sales in the first states in 
February with those of the corre- 
sponding month in 1930 and in the 
preceding month: 
Feb 
1931 
389 
221 
1,287 
170 
51 


increase 
| ruary, 
compares 


Jan 
1931 
330 
62 
1,021 
75 
31 


Feb 
1930 


7909 


i Par4 


108 
2,142 
290 
120 


Connecticut 
Maine 
Massachusetts 
Rhode Island 
Vermont 


2118 3,382 1,519 
two months of this 
registrations in these 
five states aggregated 3,637, as com- 
pared with 5,498 in the correspond- 
ing period of last year, a decline of 
33 per cent 

As in the 
Maine was the 
a gain over a year ago 
tions Ford in that 
283 in the two months’ 
against 182 in 1930 

Connecticut sales 
719 in the two months, 
pared with 1,141 in the 
months of 1930, while 


fotals 
For the 
year, Ford 


first 


February, 
to report 
Registra- 
state were 
period, as 


case of 


in Feb- only state 
330 in 
ot 
year. Massachusetts registrations 
last month were 1,287, as against 
1,021 in January and 2,142 in Febru- 
ary, 1930. 
Rhode Island 
registrations of 170, 


amounted to 
as com- 
first two 


reported February | 
Massa- 


as against sev- 


in 


8 


amen _ ee 


two 
3,573 


total for the 
2,308, as against 


| chusetts the 
|; months was 
|@ year ago 
Rhode Island reported an aggre- 
gate of 245, as compared with 415 
a year ago, while in Vermont the 
| two months’ total was 82, as 
against 187 in the first two months 
of 1930. 
Here 
for the 
and 1930: 


figures 
of 1931 


are the 
first 


comparative 
two months 


1930 
1,141 
182 
3,573 
415 
187 


1931 
719 
283 

2,308 
245 
$2 


Connecticut 

Maine 
| Massachusetts 

Rhoce Island....ccccce 
Vermont 


3,637 5,489 
returns are not 
apparent that 
England proceed- 
in the first two months of this 
year at a somewhat better pase in 
respect to a year ago than in most 
ections of the country. Fords long 
have been popular in the Northeast 
region, and their sales made a no- 
table record last year in the six New 
England state: 


Totals... 

the 
it 
New 


Although all 
vet available, 
lord sales in 


is 


ed 


SELLS HIS INTEREST 

Dallas, Tex., March 31 (UTPS).— 
C. H. McDonald of Boerne, Tex., has 
sold his interest in McDonald 
Chevrolet Company at that place to 
Luther and Earle McDonald. The 
Concho Chevrolet Company of San 
Angelo, Tex. has taken over the 
Lewallen Motor Company of that 
city. 

< ina 


The Sun is shining 


Studebaker dealers 


as Studebaker 


provides a new ind of motoring to sell, 
Studebaker dealers are taking a constantly 
increasing share of the business in the four 
price fields covered by Studebaker’s four 
great cars. 

President, Commander and Dictator 
Eights, and the brilliant new Studebaker 
Six, each offers Free Wheeling with Posi- 
tive Gear Coatrol. In twenty years of car 
building, the industry has seen no such sales 
stimulus as this remarkable advance—it is 
not the feature of a season but the future of 
an industty. 

Pioneered by Studebaker, Free Wheeling 
with Positive Gear Control has put new life 
into the entire industry. Pierce-Arrow, Lin- 
cola and Hupmobile have adopted Stude- 
baker Free Wheeling, intactand unmodified. 


Tura for future profit to the Free Wheel- 
ing pioneer—"‘America’s Friendliest Fac- 
torys” Write for the franchise facts. 


THE STUDEBAKER CORPORATION 
OF AMERICA 


SOUTH BEND, LND. 
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T the present moment the Department of Commerce is 
conducting a survey of stocks of tires in dealers’ hands. 
Questionnaires are going out to and are being 
recived now. The department asks us to aid the success of 
the survey by emphasizing to dealers that promptness is 
essential. The information forwarded to the department is 
held in absolute confidence. 

In a recent issue of Automotive Daily News our readers 
had a chance to peruse a message from Alfred P. Sloan, presi- 
dent of General Motors, in which he urged dealers to base 
their business on ascertained facts. Facts should be at the 
bottom of every business enterprise and development. As a 
nation we have been too careless in this regard. We have 
jumped into commercial enterprises and moves, without first 
finding the facts that would enable us to build solidly. Auto- 
mobile dealers in the past have been serious offenders in this 
respect. We need more facts as the basis on which to build| 
better business and more stable prosperity. 

The Department of Commerce has done and is doing an 
excellent work in gathering facts on which we can found 
business progress and development. Obviously it cannot 
ascertain facts without the co-operation of individual com- 
panies. We urge readers of Automotive Daily News who 
receive Department of Commerce questionnaires on tire 
stocks. or anything else, to answer them promptly and mail | 
them back to Washington without delay. 


dealers 


The Mills Grind 

N the word of honor of the Motor Vehicle Conference 
Committee and the American Petroleum Institute, 
which must perforce, in self-preservation, follow such mat- 
ters. we have it that from February 20 to February 26, 1931, 
not fewer than 307 bills affecting motor vehicle ownership 
and operation were introduced in thirty-five stae Legisla- 
tures, A goodly proportion of these bills were designed to 

increase taxation on the automotive community. 

Just as a contribution to the grim humor of living in 
‘America, we cite some of the subjects attempted to be dealt 
with in this avalanche of legislation: Licenses and fees, anti- 
freeze solutions, paint spray machines, motor club service, 
tourist camps, roadside stands, advertising boards and signs, 
highways and bridges, division of tax revenue, title certifi-, 
cates, owner liability, compulsory insurance, periodic inspec- | 
tions, equipment, owner financial! responsibility, traffic rules, ' 
non-residents, grade crossings, size. speed and weight, and an 
extensive miscellany. 

The whole situation partakes of the nature of nightmare 
or lunacy. It would be funny if it did not have the essentials 
of tragedy. We used to call baseball our “national pastime.” 
Not any more; making laws is our favorite sport, and those 
designed to mulct the motorist are the prime favorites of all. | 

Automobile dealers have just one answer. Let them 
unite, through state, local and national organizations, to 
fight this wave of legislative oppression, that will overwhelm 


them unless they fight for their lives. 

N estimates from the National Automobile Chamber of 
O Commerce, we are told that automobile travel in this 
‘country in 1930 reached 162,000,000,000 miles. One vehicle 
traveling this far in the space of a year would make a trip 
around the world at the equater every 4.8 seconds. If the 
car were put into the lunar circuit, it would make a round 
trip to the moon every 93 seconds. During the year it would 
make 340,000 round trips to the moon. If the lunar com- 
muter desired, he or it could take every man, woman and 
child in the states of Arizona, Delaware, Idaho, Montana, 
New Hampshire, Vermont and Wyoming on the visit to 
the moon. 

It is interesting, but it leaves .us dizzy, and that.is some- 
thing that ought not to happen in this prohibition age. 
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TLANTA, Ga., March 31 (UTPS).—Although Atlanta 
dealers. report that their advertising on new cars is 


° 


handled directly by the companies they represent, neverthe- | 


less practically all of them have some definite system of 


advertising used cars, and used car advertising is left | 


= 


largely in their hands. 

One dealer reports that he adver- 
tises used cars every day in all three 
of the Atlanta metropolitan dailies. 
For five days of the week this is 
held down to a minimum, the object 
being merely to keep the name of 
the firm in the public's mind. On 
two days, however, real advertising 
is done. And it is interesting to 
note that the two days are Sunday 
and Monday. 

“Why Monday?” says this dealer. 
“For the simple reason that almost 
nobody advertises Monday, and an 
advertisement much more likely 
to be seen.’ 

This firm does about $500 worth 
of used car advertising a month. 
and is convinced that it pays well. 

Another firm advertises used cars 
only on Fridays and Sundays, the 
argument being that people only 
have the inclination and the leisure 
to look over the papers thoroughly 
on those two days in the week. 

“On Friday,” explains this dealer, 
“a man will look carefully at the 
paper, for he will have a full holi- 
day or a half holiday, at least, then 
in which to look about and make 
his contemplated purchases. Then 
we use ‘pep’ or ‘hurry-up’ advertis- 
ing, calculated to result in a final, 
convincing and quick buy. 

“On Sunday, of course, many 
people go through the paper in a 
leisurely fashion, and then is the 
time to plant the idea of purchas- 
ing a good used car.” 
Still another dealer takes space 

the classified section of the 
Friday paper to tell about good buys 
for the week-end. 

Atlanta dealers are sold on the 
idea of the classified advertising 
section as the best plaee for telling 
the public about their used Cars. 
Practically all use the Sunday 
paper, and a majority use the Fri- 
day paper. 

While the attitude in the case of 
new car advertising is to let George, 
in the shape of the manufacturer, 
do it. 


rangements with the factory, dis- 
tributors in a number of cases have 


proportion of their general 
expense should be _ set 


what 
overhead 


hold that the best way to advertise 
in the press is to use large displays 
in Sunday newspapers, with no other 
insertions, either large or 
through th= week. 

Others take the stand that big 
Sunday spreads should be backed 
up by displays of comparatively 
small space during a portion if not 
all of the week, while still others 
believe that best results come from 
advertising daily, or at least several 
times a week, using restricted space 
Most of the distributors interviewed 
hold the view that continuity is ex- 
tremely necessary in advertising if 
200d results are to be forthcoming. 
and this year, at least. the majority 
think that prices should be used in 
all advertising copy, as the prospect, 
for the most part, is under the ne- 
cessity of considering the cost. 

Perhaps the most unusual view on 
the part of a distributor talked 
with, is that held by H. L. Peterson. 
president of the Marmon Philadel- 
phia Company, distributor of 
Marmon cars, 667 North Broad St. 
Mr. Peterson, who has very definite 
opinions with regard to automobile 
advertising and advertising in gen- 
eral, contends that advertising in 
any newspaper is worth while only 
when the matter inserted fulfills 


Is 


example, as announcements of a 
new model, a -price change. or a 
definite change in policy. When 
making any announcement in this 
field of news, Mr. Peterson believes 
in using advertising space generous- 
ly. He does not, however, see any 
value in spending large sums of 
money week after week for news- 
paper advertising that, in effect. 
merely tells the prospect that the 
car he handles is a good car. o1 
the best. 

Mr. Peterson believes in empha- 
sizing today the new prices, as the 
public is thoroughly interested in 
them. 

W. G. Herbert, president of the 


PHILADELPHIA, March 31, — 
Leading car distributors and 
dealers in this territory hold widely 
divergent opinions with regard to 
obtaining maximum results from 
newspaper advertising, some of their 
personal views on the subject being 
considerably at variance with their 
actual practice in co-operation with 
the factory. 
Largely on 


account of their ar- 


| COMING EVENTS | 


MARCH 
40-April }—Indianapolis, Ind. Eighty-first 
meeting. American Chemice) Society 
APRIL 
Milwaukee, Wis. Production meeting 
Society Automotive Engineers 
11-13—Seattle, Wash. Washington 
Freight Association convention 
11-19—Detroit, Mich. Aeronautical Cham- 
ber of Commeree convention 
1j—Milan, Italy. International 
mobile Salon 
20-23—Birmingham, Ala. American Society 
of Mechanica] Engineers, meeting 
1—Atlantie City, N. J. United 
States Chember of Commerce, con- 
vention 


fear without justification. 
Moto! 


16- Auto- 


influence on business. 
28-May 


MAY 


4- 9—Charlotte. N. C. Good Roads Con- 
vention 

4- 9—Washbington, D. C. Internationa! 
Chamber of Commerce, convention 

9-Aug. 9—Berlin, Germany. Internationa! 
Garaee Exposition 

13-14—Tulsa, Okla. American 
Institute, first mid-year 
Mayo Hotel 

15-16—Detroit, Mich. Society of Automo- 
tive Engineers, nineteenth aeronau- | 
tica) meeting, Book-Cadillac 

27-24—New York City. Nationa) 
trade Council 

JUNE 

8-12—Chicago. Ill. Radio 
Annual) Show 

15-18—Madison, Wis. American Society otf 
Mechanical Engineers, Oi) and Gas 
Power meeting 

14-19—White Sulphur Springs, W. Va. 
nual summer meeting, Society 
Automotive Engineers 

22-26—Chicago, IN. American Society for 

Testing Materials, annual meeting 

SEPTEMBER 

2—Atlantie City, N. J. Annual) 

meeting, American Electric Railway 

Association. 

NOVEMBER 

Mi, Annual meeting, Amer-< 

Hotel 


Petroleum 


meeting, | + 


Foreign 


Manufacturers 
Fox, Buenos Aires. 


An- 
ot 


‘this purpose. 


as high as 30 per cent. 
26-Oct. 


10-19—Chicage. 
Femi Fetroleum Institute, 


Stevens 


of Commerce. 


; , Sunday or any other day. 
not worked out the problem of just 


motive Baily News 4tlanta, Philadelphia Dealers 
: — Have Definite Advertising Ideas 


Philadelphia Automobile Trade As- 
sociation and distributor of Willys- 
Knight and Whippet cars, holds the 
personal opinion that numerous 
advertisements, smaller than the 
usual Sunday displays, and used 
through, or several times during the 
week, are apt to be more effective 
than the use of one large display on 
He also 
believes the use of prices is desirable. 


| The house is using all the standard 


a | newspapers published 
aside for advertising purposes. Some | 


small, | 
' may read the advertisement. 


| that 


the requirements of news, such, for | 


, roadside beautification. 


in’ Philadel- 
phia, although the space used in one 
may be on a larger schedule than in 
another. Selections of newspapers 
are made according to the car to be 
advertised, so the logical prospect 
Paul I. Harper of Harper & 
Harper, Hupmobile distributors, 
speaking with regard to the most 
effective type of advertising in the 
press, said that the public now ex- 
pects and looks for car advertising 
that presents a sales argument and 
the day has passed when a 
single sentence or a brief statement 
will'do for an advertisement. The 
prospect, if he is interested, desires 
to be convinced and wants enough 
facts to help convince him. He 
wishes to be told why he should buy 
a particular car, which kind of 
advertising typifies the automobile 
display publicity of today. The siz- 
able, descriptive Sunday newspaper 
advertisment is favored. as most 
people have more time to read on 
Sunday. 

C. D. Moody, general manager of 
the Roberts Nash Motor Company, 
Nash distributor, believes in use of 
the large Sunday newspaper display 
advertisement. The house never has 
tried the small week day display, ex- 
cept in the case of a morning news- 
paper which offers an insertion in 
the company’s Wednesday evening 
paper on a combination rate basis. 
Mr. Moody contends it is important 
at this time to run delivery prices 
in advertisements. 


GOV. LARSON SIGNS 
BEAUTIFICATION BILL 
Trenton, N. J., March 31.—Gov. 
Morgan F. Larson has signed the 
bill to permit the State Highway 
Commission to set aside a fund of 
approximately $300,000 annually, for 
Under the 
new act the commission wil] he au- 
thorized to appropriate one per cent. 
of its annual expenditures for high- 
way construction for tree planiing 

along the main routes. 


| Contemporary Comment 


/SHE adjournment of Congress has gone far in removing 
the inhibitions of many business men, who have been 
withholding contemplated commitments in the fear that 
Congress might pass legislative measures which would have 
a restraining influence on business recovery. 


Nor was this 


In its last session, Congress 


seemed unwilling to confine its appropriations to immediate 
relief needs; and, at a time when government economy was 
essential to speedy recovery, there was an eagerness on the 
part of many congressmen to raid the Treasury to finance 
| projects that, it was alleged, would have a stimulating 


With the disappearance of any likelihood of further 
'unfavorable legislation, with a few industries reporting a 
fair improvement, and with a strengthening tendency in 
commodity and security price levels, the outlook is perhaps 
more encouraging at present than it has been for several 
months.—The Guaranty Survey. 
+ 
HE Argentine National Chemical Office has submitted a 
report certifying the feasibility of introducing a national 
fuel composed of 90 per cent. gasoline and-10 per cent. pure 
‘alcohol, the latter to be obtained from agricultural products, 
according to advices received from Vice-Consul Hugh Corby 


* 


Linseed and corn oils are particularly easy to distill for 
It is reported that technical groups have 
expressed approval of this mixture even when the alcohol is 
It is estimated that in six months a 
distillery could be installed capable of turning out alcohol 
sufficiently pure to a quantity of 73,000 hectoliters a year. 
(Hectoliter equals 26.42 gallons.) —Issued. by the Department 
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~ Nearly Six Weeks Ahead 


of Competition 


Automotive Daily News in its issue of February 
10th published final passenger car registrations 
for 1930 by makes and states. 





These final corrected registration figures were 
the first published in any automotive paper and 
represent a service to our readers that they can- 
not procure through any other automotive 
paper as speedily. 


Nearly six weeks later another publication 
offers similar figures and during that time 
Automotive Daily News has been publishing the 
1931 January and February figures. 


It should be quite obvious to anyone that a staff 
as large as Automotive Daily News, with its cor- 

- respondents all over the country, with its ticker 
service and other services, can supply news, 
registrations, statistics, reports of society meet- 
ings, etc., as quickly as possible after they hap- 
pen—while the information is still news and of 
business value. Such service commands a sub- 
scription price of $12 per year and a reader 
interest higher than that of any publication in 
the automotive field. 


Advertisers benefit by this high reader interest 
and just as much by the visibility of advertising 
copy which is unapproached in any automotive 
medium—copy of any size is placed on a “plat- 
form” where every reader can easily see it. 


If you want to reach manufacturers, dealers and 
distributors—investigate the pulling power of 
* Automotive Daily News. 


Automotive B aily News 


H. A. TARANTOUS, Bus. Mer. GRAYBAR BUILDING, NEW YORK CITY 
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April Car, Truck Output 
Expected to Beat 320, 000 


(Continued from Page 1) 


without the benefit of the | 
it appears reasonable 
to expect that 320,000 will be the 
minimum and that there is a real 
possibility that the output will sur- 
335,000 and reach somewhere 
tween that figure and 340,000. 
Caution continues to be the 
watchword of the manufacturers, 
nd they are setting their produc- 
tion schedules on actual retail sales 
results as they go along and are 
not taking chances with the future 
Within the next few days produc- 
tion schedules for April likely 
io be announced by some of the 
leading producers. After these are 
available, a better line may be ob- 
tained on the prospect for the 
month. 
FOUR-WHEEL DRIVE AUTO 
CO. REPORTS INCREASE 
Clintonville, Wis., March 31- 
Last vear rolled up the biggest sales 
record in the histor: the Four- 
Whee! Drive Auto Company of this 
city Records now show that last 
month was 22 per cent. above the 
Same period of last year, the high- 
way field registering the greatest 
demand. During the last ten vears 
Four-Wheel sales have increased 
1,182 per cent 


losely 
arch total, 


are 


of 


BUSES FOR TROLLEYS 

Union City, N. J.. March 31.—The 
Union City Commission approves 
the change from trolleys to buses 
on the Hudson line of the Public 
Service Co-ordinated Transport, but 
also approves a new application for 
an extension of the line from Secau- 
cus Road as its northerly terminus 
to the wansfer station 


Figures in this table are from R. L. 
are furnished by the New 
of our subscribers. Commercial car 


srockwav- 
Indiana 

Chevrolet 
mond-T 


Dia- 


} 


ao 
. 


Alabama 
Arizona 
Arkansas 
Calif. 
Conn. 
Delaware 
Florida 
Idaho 
Minois 
Indiana 


rn 


N ¢ 


co 


Jowa 
Kentucky 
Maine 
Maryland 
Mass. 
Michigan 
Minn. 

Miss. 
Missouri 
Montana 
Nebraska 
Nevada 

N. Hamp. 
N. Jersey 
N. Mexico| 
Nor. Car. | 
Nor. Dak. | 
Ohio | 
Oregon | 
Penna. | 
Rho. Isl. | 
8. Car. | 
S. Dakota | 
Tennessee | 
Texas | 
Utah | 
Vermont | 
Virginia | 
Wash’ten | 
W. Va. | 
Wisconsin | 

Wyoming | 

Dist. of C{} 4, 


Totals | 75| 69) 6235 


Jersey Motor List Co., 


106; 935 


Fc:d Motor 
something 


the 
to be 


Operations of 
Company continue 
of a puzzle to the industry, An- 
nouncement of its production fo: 
March will be awaited with a greal 
deal of interest. Reports came from 
all parts of the country through 
March that production was being 
stepped up in its assembly plants 
As to the extent of this upturn, vari- 
ous opinions have been expressed 

The most widely accepted esti- 
mate of Ford's production for last 
month is 100,000 units, as compared 
with 85,000 in February If Ford 
surprises the industry and report: 
in output considerably beyond that 
figure, the total for the industry 
may approach the 300,000 mark 
That is hardly likely, however 


NEW PLANT BUS LINE 
Cliffside Park, N, J., March 31. 
A new bus line was put in operation 
in Cliffside Park this week for the 
accommodation of employees of the 
Ford Motor Company in Edgewater 
The buses, which are somewhat 
smaller than the ones in ordinary 
use, run to and from the Ford plant 
to the terminal in Grantwood, op- 

erating morning and evening. 


MOVE BUS TERMINAL 

Buffalo, N. Y., March 31.—The 
Blue Bus Lines, operated by the 
Western New York Coach Lines, 
Inc., between Rochester and Buf- 
falo, has removed its loca] terminal 
to the Niagara Hotel bus terminal at 
Pearl, Niagara and Eagle Streets. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


| loose-leaf binder, 


S. P. A. Issues Equipment Book | SPECIAL TRUCK USED 


S..”. A, Truck Corporation has 
just issued a special equipment cata- 
logue ‘pictured above) for Studebake: 
trucks, The catalogue gives full and 

— 
complete information on practicaily 
everything in the way of standard 
and special equipment. It is con- 
veniently indexed for ready refer- 
ence, 

There is a section devoted to me- 
chanical features of the Studebaker 
'4-ton delivery cars and the 1!, and 
2-ton trucks, as well as descriptions. 
illustrations and dimensions of 
standard bodies 

There are also 
pages of special 
senting bottlers bodies, 
bodies, cabs, school buses, semi- 
trailers, fire apparatus, municipal 
equipment, winches, six-wheel units 
ete. 

These 


more than fifty 
equipment, repre- 
refrigerating 


are contained in a 
size 7% inches by 
10 inches, so that the catalogue can 
easily be kept up to date 

The cover is of genuine brown 


pages 


a 


beautifully 
heavy rings. A 


leather 
has five 


the heavy fiber board protectors in- 
side the covers, which hold the pages 


in place when the catalogue is closed 
of pages 
tearing away from the rings. 

The catalogue is designed so that 
the purchaser of a Studebaker truck 


and eliminates the danger 


embossed 
feature is 


Ii 


BY MINES BUREAU 


automobile truck especially 
equipped for the taking of samples 
of coal at the mine has just been 
in service by the United 
States Bureau of Mines, Depart- 
ment of Commerce, 

A swing-hammer type crusher, 
adjusted to crush the coal to less 
than one-fourth inch mesh, directly 
connected to a four-cylinder gaso- 
line engine power unit, is mounted 
on a specially designed truck body. 
From the crusher the coal passes 
through a “riffle,” which accurately 
splits it into two equal parts, the 
first step in reducing the thousand- 
pound sample collected at the tipple 
to the five-pound sample required 
for the laboratory tests. An air 
compressor, driven from the same 
power unit, supplies compressed air 
to clean the crusher and riffle after 
preparing each sample, in order that 
the next sample will not be contam- 
inated by any coal remaining in the 
crusher 


placed 


GILLETTE RUBBER NEAR 
CAPACITY IN OPERATIONS 
Eau Claire, Wis.. March 31.—Re- 
turning rapidly to a full production 
Gillete Rubber Company 
of this city, until recently operating 
on a three day week schedule, now 
employs three full eight hour shifts 
daily. By April 1, officers predict, 
the factory will be running at ca- 
pacity for the first time in over a 
year. Exclusive of the large office 
force, the plant now employs 1,028. 
To run at capacity; only 200 or 300 
more are needed 


basis, the 


engineer it to his 


can practically 
to the work 


own desires and fit it 
it will perform. 


Cumulative New Commercial Car Registration Statistics, February, 1931 


Polk & Co. of Detroit, with the exception of Mlinois, which are supplied by the Robinson Advertising Service, Springfield, Ill, and New Jersey, which 


registrations do not include busses. 


New Car Division, Trenton, N. J. 


Some of this data has been published previously, 


but it is given here complete for the convenience 


Comparative figures for February, 1930, will be found on Page 7. 


Returns for today: Michigan, Mississippi, Tennessee, Texas and Wyoming. 


Se | cee ee | eee) ee 
} 


87| 


308 1 159| 


national 
Republic 


Mack 


mn > 
> vol 


+] 


oS co Cc -~) +) 


= 


131, 14) 


Studebaker 


a rFwa Fw w& 


— aD 


ou 


236 


21| 


oy Shes Bee 
158 | 


States 


Miscel- 


| 
| 


Willys- 
Knight 


201' Alabama 
107\Arizona 
| 267|Arkansas 
74, 1475 California 
|;  286\Conn. 
| 59\Delaware _ 
“3|  +~«389/Florida — 
~ 1) 99\Idaho 
~ 45, «(1439 Illinois 
~ 8| ~~‘ 684/Indiana _ 
790 Iowa oe 
~~ 373' Kentucky _ 
~ 226 Maine _ 
298 Maryla nd 
708 Mass’setts 
794 Michigan 
~ 996Minn. 
~ 131/Miss. 
~19|_1795/Misseuri _ 
“| 1) 151\/Montana 
|) i) 470 Nebraska 
| a eee ~ 38\Nevada 
~| | 143\New Hamp 
| 19, 751\N. Jersey 
| 1| 113'N. Mexico 
"4 ~ 5] 370\Nor. Car. 
ee | 89\Nor. ‘Dak. 
“| 15; 1021\Ohio . 
i 248 Oregon __ 
| 18) ~ 1478 Penna. 
| 10¢ Rho. Ish 
“/ 28 7|S. Carolina 
| 225'S. Dakota 
1; 157 Tennessee 
~20|. + +1234Texas 
| 3| —s«:156,Utah 
—T |. 75|Vermont _ 
aS 0S | _863/Virginia 
“| _20) 323/Wash’ton _ 
a ~ J] + 216\/w. Virginia 
al hese a [Wisconsin — 
| 95 (Wyoming 
112|Dis. of Cel. 


302; 19568| Totals 


117, 17 
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One Ad Sells $13, 360 


=~ Serve Yourself! 
- Used Car 


NO SALESMEN! 


Sale 


NO DEMONSTRATORS! 


NASH REGISTRATIONS — 
IN FEBRUARY HOLD 


CLOSE TO JANUARY 


EW YORK, March 31.—Registra- 

tions of new Nash passenger 
cars in February in forty states and 
the District of Columbia held close 
to the January level, but continued 
to run substantially below the cor- 
responding period of last year. 


| ; , 
|} year Nash registrations in four 
| States and the District of Columbia 
| were greater than in the first two! 
| months of last year, while in Con- 
necticut, New Mexico and Oregon 
they were practically the same, The 
states reporting increases for Nash 
were: Illinois, 409 to 38°; Iowa, 75 
to 68; Maine, 15 to 14: Wyoming, 17 
to 9, and the District of Columbia 
43 to 41 

The following table compares the 
registrations of new Nash passenger 
and the Dis 


Wisconsin 


Guibiantes hens. 20 
West Virginia.... 14 


26 
19 
109 
| Wyoming 6 
| Dist.of Columbia. 29 17 
ROR sv kreb eS 1,836 2,271 
Following are the 
in the same 
first two months of 
compared with the 
period of 1930: 


this cai 
this 


1931 


Alabama 14 


registrations 
states fol 

yea! 

corresponding 


1,975 
of 


the 
as 


1930 
63 


cars in the forty states 


as 


Arizona 28 43 


You Test Out as Many as You Like! 
TODAY AND SUNDAY 


ock, select the car thet appeals te 


February 
corresponding 
and January of 


Nash sales in the states that have | trict of Columbia fot 
reported for February were 1,836.) compared with the 
as against 1,975 in the preceding! month of last veat 
month, a decline of 6 per cent., and) this year: 
comparing with 2,271 for the same, ; 

States in February of last year, a 


71 
642 
77 
31 
91 
65 


Arkansas 25 
| California 499 
|; Connecticut 74 
Delaware 7 
| Florida 75 
Idaho 


We meen it! Just walk in, look over our st 
you—jump in, drive it out of the selesroom, test it—how and where 


bring it beck, do the same with another one ahd more if you care te 


Feb Jan 
1930 1931 
26 6 


Feb 


vou »m 


No one 


14 


will bother you—no salesmen o: demonstrators 


YOU SAVE US THE SALARIES OF SPECIAL 
SALESMEN AND WE REDUCE THE PRICE. 


This is « demonstratiqn of our confidence in the worth of the used cere 


our salesrooma. Every car 


is in good mechanical cond:tion, attractive ir 


now le 


appeer 


@nce and worth fer more than we are asking, therefore 


We Expect These Cars to Sell Themselves 


Reg 
Price 
#900 


Save 


; 
i 


i 


peHE 
TERE 


135| 


i 


SPGESEETIGEGI 
i 


You } 


$105 | 1928 Willys-Kaight Sedan 
73)1928 
105) 1988 
3125/1928 Oakland Seden 
80/1928 Nesh Sedan 
ae! | 1028 Navh Sedan 
tos! 1927 Chrfeler 6 Seden 
100 | 1927 Gardner & Brougham 
100| 1827 Onkland Beden 
5/199 Boick Broughem . 
1927 Nash Sedan —...., 
1927 N, 
145 1926 P: 
601026 Navh_Sedon .. 


Bale 
Price 


Bios 


veeclesa Srden 
itedebaker Coupe 


WIRES ise. sacse 
Club Seden 


Reg 
Pre 
$500 
60 
& 
390 
gms 
seo 
350 
aso 
noe 
878 
$00 
we 
a0 
208 


“SEZ THE LINDEMAN BOYS” 


LINDEMAN NASH 


915 Clinton Avenue 


Irvington 


OPEN ALL DAY SUNDAY FOR YOUR CONVENIENCE 


Cashing in $13,360 in used car 
sales in four days with one adver- 
tisement, a reproduction of which 
appears above, was the four-day 
record of the Lindeman-Nash, Inc., 
of Irvington, N. J. 

H. D. Martin, sales manager, in 
discussing the methods and results 
of the firm’s “serve yourself used car 
sale,” Says: 


Brockway- 
Indiana 
mond-T 


t2 | Chevrolet 
Dia- 


So 


Ala., 1930 | 
Ariz., “30 | 

Ark, 1930 | 
Cal., 1930 | 

Conn., 30 > rena 
Del, 1930 | ra a ae 
Fla, 1930 [| 10,253 
Idaho, 30 | 1 36 
Hil, 1930 | 10, 12) «676 
Ind. 1930 | «26 ss 440 
Towa, °30 | at Seg ~ 299 
Ky., 1930 | 47 
Maine, °30| | 72 
Md. ,1930 | 12; «5{ 139) 
Mass., °30|— 


126 
Mich., 30 | 354; — 
i = 


Io on 
— 


342) 


x 
>) 


Minn., ~ 122) 

Miss, “30 | | 1 193 

Mo., 1930 | ‘ 

Mont, “30, 

Neb., 1930 | 

Nev., 1930 | 

N. H, 30} 

N. J., 30 | 

N. M,, 

N. C., 

N. ons 

Silo '30 

Ore., ’30 

Pa., 1930 

eae 7 — 

— | oo 
96, 
131 

l 869, 

| | a 

ron ae an 

oe . 

| eles 86/— 

id eo 90, 

eed “st -— aT 

—— \ 

j 


Tenn., °30 1 sores gma 
Texas, 30 me. eee 

Utah, 7°30 ie | 
Vi, 1930 | 
Va., 1930 Rs 
Wash., 30] 
W. V., 30] 
Wis. "30 | 
Wyo. 30 | 
D. C., 


Totals |} 119, 159) 


oat 
ia 


8600| 


po Musee aio. 
188| 1062| 


“In four days, two salesmen sold 
twenty-three cars. On these thenty- 
three cars we traded six cars. 
total net sales value of the twenty- 
three cars sold was $13,360. The 


total value of the six cars traded | 


was $562. 

“We had an 
persons a day 
| used car department. 


average of 
in four days in our 
These people 


756 - 
~ 1005 

~ 163, — 

~ 39 

~ 393 

55 
Fi; 

~ 489 
— 

~ 265) 
, a 

~ 212) 

~ 309) 
“ma 
~ 279; 
~ 257 

~ 94) 
a 
954) 


~~ 107; 
~ 105) 
~ 132 


mee 


a: 

T 13] 

a 

26] ~ 310|— 
hed a Bet: 

A a 


135] 11864) 


*Carried in the Miscellaneous Column. 


The | 


thirty | 


falling off of 19 per cent. 
The February decline was 
stantially less than that of the pre- 


ceding month, the falling off for the | 


first two months amounting to 26 
per cent The total for the two 
months’ period this year was 3,811, 
as against 5.158 for the same states 
in the corresponding period of last 
year. 

In six of the forty states and the 
District of Columbia retail sales 
of the Nash car in February 
greater than in the corresponding 
month of last year. These states, 
with the comparative sales. were: 
Connecticut, 43 to 38; Dlinois, 206 to 
172; Iowa, 39 to 36; Utah, 11 to 9; 
| Virginia, 37 to 31; Wyoming, 11 to 
| 8, and the District of Columbia, 29 
| to 17. 
| and Maine sales in February of this 
year either equaled or were virtu- 
ally the same as a year ago. 

For the first two months of the 


were not pressed to buy. Salesmen 
were instructed to use selling tactics 
only when a man showed interest in 
one particular car. 

“Customers were 
wander around without 
| proached by a salesman. 
at the psychological 
salesman always appeared on 
job and did his stuff.” 


allowed 
being ap- 


moment a 
the 


national 


—aW 
La 
446| 1633| 204 


sub-| 


were | 


In Arkansas, Idaho, Kentucky | 


to | 


Of course, | 


| Alabama 
Arizona 
Arkansas 
California 
Connecticut 
Delaware 18 3 
Florida 40 50 
Idaho ¢ 6 
PRE 6s ectstseus a 203 
Indiana 
| lowa Tree Tr 
| Kentucky 
Maine 
Maryland . 
Michigan 
Massachusetts 
Minnesota 
| Missouri 
| Montana 
Nebraska 
Nevada 14 
New Jersey ; 181 
New Mexico...... 2 
North Carolina. 19 
North Dakota 16 
Ohio 160 106 
| Oregon 25 29 
| Pennsylvania 223 
| Rhode Isiand 15 
{South Carolina... 
South Dakota..... 
| Tennessee 25 
Texas 85 6 = 
Utah . 9 6 
PVOTMONE 200000000 e 4 
Virginia . 31 14 


20 17 
16 10 
237 
38 31 


17 


9 


44 


16 


29 | 


19 
27 


26 


February, 1931, figures will be found en Page 6. 


| } 
| } 


| 
| 


Studebaker 


Sterling 
Stewart 


} 
| 
} 
} 


i 
a 
—F- 


“3i 
4| 
—— 





191| 


315 | 
| Kentucky 
| Maine 


59 | 
35 | 


27) 
New 

119} 
41} 
32 | 


300 | Rhode 
&|South Carolina 
9} South Dakota 
11| 


10 2| 
i 
6| Wisconsin . 


409 
103 
75 
32 
15 
70 


Tiinois 
Indiana 
lowa 


Marvland 
Michigan 
Massachusetts 
Minnesota 
Missouri 
Montana 


| Nebraska 


Nevada 

Jersey. 

New Mexico. 

North Carolina 

North DG@KOtA....cccces 
Ohio 

Oregon 

Pennsylvania 
SD: b. 6 cece oes 


Tennessee ..... 
Texas 


| Utah 
138 | 
5| Virginia 


Vermont 


Washington 
West Virginia 


Wyoming by 
District of C olumbia. on 


Totals 


559'Ala., 
~ 168/Ariz., 
268 Ark., 

~~ 1763 .Cal., 


» 
oe 
os 
- 
= 
= 


365 Conn., 
1930 
1930 


96 Del., 
755 Fla., 


105 Idaho, 
1930 
1930 


~ 2141 0, 
1221 Ind., 
652 Towa, 
655 Ky., 
159 Me., 

~ 452 Md., 


660 Mass., 
1251 Mich., 

536'Minn., 

502 Miss., 


~ 2284 Mo., 


231 Mont., 
1930 
1930 


~~ 619 Neb., 

43 Nev., 

~ 95N. 

1000 N. J., 

86.N. 

| 45 

| 123N. 
29) 


33} 1872\Pa., 


A.”~C 
) 2308. C, 
~ $28. B.. 
4" 325 Ten., 
7 ~ 2370 Texas. 
2° ~ | | 109/Utah, 
| —— 
4| : 
5| 
3] 
1| —_s 
| | Bead = 
mz. ae 
237 | 


6| 


~~ 80\Vt., 
‘12; ~—Ss-816,Va., 
19} 
ne 
a 


"267\W. 
748|Wis., 


3| 


118| 534, 26540 


M., 
2IN. C., 
D.. 
~~ 1224 Ohio, 
7; 331. 0re., 


341|Wash., 
V., 


92 Wyo., 
75\D. C., 
Totals 


383 
159 
68 
42 
14 
82 
143 
233 
717 
2322 
53 
69 
24 
564 
10 
45 
33 


46 


2) 
37 
55 
103 
230 
20 
111 
75 
56 
280 
9 
41 


5,158 
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This table is repeated for comparative purposes only. 
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| tae CUMULATIVE NEW PASSENGER CAR 


Toledo, March 31.—The following Figures in this table are from R. L. Poik & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising 

new dealers were recently signed by Some of this data has been published previously, but it is 
the Willys-Overland Company 

Western Motors, Belvidere Gar- 

dens, Cal.; Riordan Motors, 319 | | 

| 

| 

| 


South Broadway, Denver; Lewis- | 
Woodford Motor Company, Ovid, | States 
Col.; Donal@ M. Campbell, Garrett, | 

Ind.; Killion & Morris, Lebanon, 

Ind.; E. P. Miller, Warren, Ind.; | 

James French, Coggon, Ia.; N. C. | Alabama 
Haas, Oelwein, Ia.; J. L. Thomas} Arizona 122, 7 

Motor Company, Mayfield, Ky.; J.| Arkansas | 261 | 14 

L. Thomas Motor Company, Padu- | =~ - - 7 —$08) 101 3492) 160. «14'S one Tx - 3, 3336 — . “aa 
cah, Ky.; W. P. Spickard, Princeton, cern ! me nee rear #50 nen i won aay: Se nice ; : = 1 
Ky. onn. at aii; & a ; _ FF eat encom nas ___3i 
A. Stein, Willimansett, Mass.;| Delaware | __ _ 27 103} 15) ; ae _ a ie he _ 2 
Green Motor Sales, Redford, Mich.; | Florida | 667 | 26) ‘ | 9) : 532) 37) i7 
Wolff Motor Company, Hutchinson, | idaho | — > oe = 149 | To ~ : a - : — pene - ; enone 
Minn.; Hartranft Motor Company, iilinote - - - — - 2569 | — -—- — —— —— —-= —— - — a 
Scottsbluff, Neb.; H. C. Huber, | Hlinois | . 
Paulsboro, N. J.; Ray Ellison, Kings | Indiana } _ 3 10 1080 | 
Ferry. N. Y.; Frank Parker, Mon- | fowa | : 1324 | 
| 
| 


Chevrolet 
Chrysler 
Hupmobile 
La Salle 


367 | 








tezuma, N. Y.; Cavalier Motor Com- Kentucky aT} 
pany, Cavalier, N. D.; F. R. Sim- 106} 
mons, Drayton, N. D.; the Sisson ng oem ea _—_|— 
Auto Sales Company, Fremont, O.; Maryland | 23) 85) | 7224 
Kreiss Motor Company, Butler, Pa.; Mass. | 20! 951 | 
Churchville Motor Company. | Michigan | 61, : ‘ 1759 | 
Churchville, Pa. 7. a a" . —$501 
Rambler Motor Sales, Mifflin St., Minnesota | _ aaenies = noe _ art sons 7 
Huntingdon, Pa.; Myers Motor, Miss. — eae —— ee ay | ni ¥ 
Company, 223-24 West Main St.,| Missouri } it 23, 35s 25) 3485 | 14 
Norristown, Pa.; Reamstown Ga- Montana oh: : 29| 301] 26 
rage, Reamstown, Pa.; L. J. Dixon, N k ee — j \ 9451-48 
Wall, S. D.;: Gentry’s Garage, Nash- ebras a | pee os . anise ad > 
ville, Tenn.; Johnson Motor Com- Nevada | ce _ | = 
pany. Burlington, Wash.: Willys | N. Jersey | ; as bie 2 1454 | _ 126 ; 
Sales, Inc., 3727 Villard Ave., Mil- | N. Mexico | ; ' 114] 3 4) 9} 
— Brooks & Pluim, Waupun, N. Car'lina| : a a ae 571 | aes 2) i 7 sa] 
ac N. Dakota | E | 281| 8 a ee) 
Ohio =| S14 ; ; 2215] 134 | i 221 | 
SCOTT HAILS REO Oregon | 7 rs ee 359 | os 18 ia Sa ' : ar 
MOVE IN CANADA 2", |" = 2419 | 204; 9209 | 
Rh. aa. = 3 7 153 | ws 13 we 25 | aS. 
necare $.Ca'lina | | 8G] 1h a 24] 
(Continued from Page 1) So. Dakota| f : 406 | a 17; ae 2 / 39| 
Tennessee | : 


Maine 














om 
-~_K— 1 OH &S w 


treal Reo distributors, said: “Excep- _ . — - = - sed 
tional loyalty to Reo products has! Texas | _ _ 2 ae : > 2048 | 76 ; 14] 
always characterized Reo owners in| Utah < 20} 

this territory. Many of them are | Vermont 
now using their fourth, fifth and 
even sixth Reo-built passenger car 
or truck. I feel sure that this sub- | Wash. 
stantial group of Canadian citizens,| West Va. 
as well as all other Reo owners iN! Wisconsin 
Canada, will share our keen satisiac- 
tion in the knowledge that Reo is 
once more to be numbered among. D. of Col. 
prominent automotive manufactur- | Totals 
ers producing in the Dominion.” 


17%, 3 | en 
62 | a. - .2 .. 
1401) «30, (sit (st 8H;C:C“‘«é‘iCGYYSSCCYSC*«éiCCéCddS 
350 | oOo” COT (iC. CYC 
338 | 18; | 43, 1 24 
1050, «62 2) 42; 48] 93 
— 129f 12) ea ~ 13 
— « wo os 7 
34390] 1858 246, 3608] 608 2750 33481 242 1040] 
733 | 17 3| 23) 5} aA DY 
235 | 7 19} BI 17,371 


Virginia 


wo oO 





Cl me) me 


Wyoming 


Ee 


Ala., ‘30 


STAINLESS STEEL SPOKES =| Sti» 39 


Ark., '50 


GAINING FAVOR RAPIDLY, 01)" .35 
BUDD WHEEL CO. REPORTS  Gonn.. ‘30 

, i Del., 30 

Detroit, March 31.—The new Budd | Fia., ’30 
Stainless steel snap spoke is prov- Idaho. "30 

ing popular, and within a very short = - 
time coverage of every trading area tM., "30 
in the country will have been ef- | tnd.,'30 
fected by the Budd Wheel Com- | fowa, ’30 

pany, and indications are that pro- | Ky.. 30 
duction schedules will have to be ; 
increased substantially to meet in- 
dicated demands, the company re- Md., '30 
ports. Mass., 3 
Distributors and Budd represen- | Mich., 3 


482), 24 a - 58] 7 25) 800 tT 
3918] 315 27 | 590]: 3: 7715 174} 
524] 59 106 | 132,722 35 | 
— 1205 j; gf 7*una 6g ©6f 
1172{ «69 “6 - 65) 10) 117; 2191; 18 — 57] 
231 | | | 29 | 15 17; «3211 14| 
3416] 242, 2: 278| 411} 105, 292; 5253; 125 | 
1664 | 142 | 49,259! 2545 59 | 
1723]: 2 109| S55 Ss«é_Csi2GB| S20] 
847 | 81 | 36, 102) +=—:1293 | 18 
109 | 13 | 1 330s], (CS 
855 | 47 | 30,107; «1087; 18; 86 | 
1205 | 238 | 44,410) 2142; 36, 59] 
2457 | 65 6d 221] 71; 440! 6068 i ‘77 


Maine, "30 





ao; 3s {| Sj 8 60CoSfti‘iCiCAS TT 
“4011f—(«165} 310] 168 373) 5517 25, «170 


have made a decided impression on . = 
both the trade an@ the public. Meet- | Miss., $n 
ing, as they do, a general demand | Mo.,’39 
for the extension of bright metal | Mont.,’ 
below the running board, dealers Neb.. °30 
are finding them equally easy to sell | — — 
to new car purchasers and to own- | Nev..”: 
ers who are seeking to “dress up” | N. J.’ 
the old car with the approach of | N. M.,’ 
spring N. C.. 3 


244, ‘16 : | ao, 16 ~~ Coat; 5, 
1207, 47, 106, 27, = 59,_—«:1740, 37| 

o;.6UCUtltlt (iti 12,7 «1; DT za —C«ST 

1703) «142; 191] «683092532, 55, 68 | 
2 9} = 4 et ae a a er ee ee 
a 639] 49) 27; —s«7YSCidtYsSCitiéi|_C sa} 
13, — hl a ae” an an ae 
251; +16 3046) 192 5; 252; 280] 118 514) 5378 = 93,_— 101 | 
7 Ss | 265 —«i«wYtiCBH_C (<$#_!«SO@’—s=éidzCLC‘LN Ss; 20] 
492 2977| 292 238, 346] 136) 4896) 47\ 139] 





| N. D.,’3 


HOUSE-TO-HOUSE WHITE aig 
TRUCK PRICED AT $2,200 =a 


Penn.,’: 

Cleveland, March 31.—The White! R.£, 3 
Company today stated that the 3 C..*3i 

price on the new houe-to-house de-|-—" —” — 

livery model, announced in Auto-| D.,”: 
motive Daily News on March 30, is| Tenn.,”: 
$2,200 complete. This new mode! is Texas, "3 

Known as the Sixty . ; 
Ss ‘ > K. Utah, 30 





66, 5) 242) 26 36). 4/ ~~ ~«32)~=S—«,t—Cié« 
a 424 | x | oa. hdhUu—.).—)h 22; «723 2 


555 | 21| - $3] 33 : 821 c 
922 | 35 87 | : 1298 
3566 | 21: 307 | 2; 5450 
140 | . — a ae: 4 298) 
F. 5. McCOMB TO MANAGE Vt., "30 61] | = = | 120) 
CHRYSLER AT PITTSBURGH  Va.,"30 1020 | 3: , 22| | 1672 
103 | j | j 33, «9G 997 


3 
Pitt.burgh, Pa., March 31.--The | Wash., l 
1 424| 3: 5 j "647 
8 


"30 
apoointment of F. S. McComb as) w, Va.,°30 
district manager for the Pittsburgh eee 

' | Wis., 30 
section has been announced by J.} — an 9 : ; ‘ 2 144! : | 
W. Frazer, general sales manager | Wy., 30 36 fa. a : ee a are Sees Seen: SE 7 
ot the Chrysler Sales Corporation. | D. of C., '30] I) 40 ? j é 5| 58| 580) | 
>/ 75285) 563} 1557 | 2418) 1469} 655] 
eee 


_ | Totals, 30 | 683} IT76 564 404 za 2687 | 109 2659) 4574 1763, 5371) 
CLASSIFIED ADVERTISEMENTS ane ema 


IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 
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*Not in production at that time. 
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1,602 


~ 1,133 


| STATE GAS TAX 
COLLECTIONS GAIN 


(Continued from Page 1) 


| 
| 006,868, collected at the 4-cent rate 
| until July 1, and 3 cents thereafter. 
| In 1929 Pennsylvania collected $35.- 
038,610 at the 4-cent rate, and in 
| 1928 collected $22,770,819 
| Illinois collected $28,611.552 in 
| 1930, against $11,897,682 in 1928. the 
3 cent rate becoming effective Au- 
$21 | gust 1, 1929. New York, which began 
395 levying a tax of 2 cents on May 1, 
707 1929, collected $29,437,697. against 
$19.777,075 for the eight months of 
9,797 | 1929. Michigan, with 1930 collec- 
1,669 | tions of $23,783,308, against $23.558,- 
340 374 in 1929, both at the 3 cent rate, 
was the only other state to pass the 
__1,904 | $20,000,000 mark. 
388 Only three states sustained re- 
9772 duced revenue on the same tax rates 
3 375 4s in 1929. These were Alabama, 
to s . - > 
. which collected $6,901,474 in 1930. as 
3,530 compared with $7,104,215 in 1929: 
1,926 | Arkansas, $6,292,599 in 1930, against 
542 an aan in 1929, and Mississippi, 
a 6,761,980 in 1930, against $6.805 - 
2,074 | 154 in 1929. : 
4,077 The 1930 gasoline tax income of 
7.817 
1,678 


Totals 


$1,400,000 per day represents an in- 
crease of $200,000 over the 1929 daily 
income of $1,200,000. The 1930 total 
““ income of $522,110,961 is approxi- 
$9,848 | mately twice that of 1927. three 
948) times that of 1926, four times that 
9503 of 1925, seven times that of 1924, 
estas 13 times that of 1923, 40 times that 
132 of 1922 and more than 100 times 
5,194 | that of 1921. Motor vehicle registra- 
i g | tion figures, on the other hand. in- 
dicate that there are less than twice 
as many vehicles in use today «us in 
1924 or 1923, slightly more than 
twice as many as in 1922, and less 
than three times as many as in 192). 
; . All states now impose gasoline 
8,839 | taxes, the rates ranging from 2 
615 |cents a gallon to 6 cents. In Ala- 
~~ 959 | bama, Louisiana, Mississippi, Mis- 
1074 souri and Florida, where political 
Ae _| Subdivisions levy taxes of their own, 
1,258 | the total tax rate substantially is 
5,293 | increased. Thus, while the Louisiana 


~ 613 
8,339 


499 | state tax is now 5 cents a gallon. the 


206 | City of New Orleans and several 
“, _| parishes collect an additional tax, 
3.686 making the total 6 cents. 

1,390 | Following is a table showing gas- 
1.021 | Oline tax collections and tax rates by 

3.334 tates in 1930: Tax 
34t 


Rate 
; c. per 
1,338 STATE Gal 

111.53 | Alabama 
AS DAS Arizona 
#399 | Arkansas 
944 | California 
1.640 Colorado 
17.71) Connecticut 
en Delaware 
€,9°9 | Dist. of Columbia i 
533 | Florida 
4.424 | Georgia 
sen | Idaho 
cd 


1930 
$ 6.901.474 
2,718,613 
6,292,599 
39,988.920 
.(6,634,509 
4,464,897 
1.542 622 
1 589.383 
13,860,900 
13,389,672 
3,003 302 
Iilinois 28.611,552 
Indiana eeeee 18,668,432 
lowa cesuce Sa, peee 
Kansas 11,565,814 
Kentucky & 410,595 
—. Louisiana occe 14000500 
385 | Maine teoee  ©4:344,829 
2,892 | Maryland 6.965.877 
6.282 Massachusetts 10,749.318 
11.742 Michigan jcie. ae 783,308 
a-., | Minnesota ecosee 10,359,111 
3,342 Mississippi . 6,761 .989 
2.280 | Missouri 8.818.513 
14,030 | Montana 4.146,605 
015 | Nebraska 9.13% 828 
Nevada 1.167.615 
Hamps 2,596,766 
Jersey §11.373,.959 
7.493 |New Mexicc . 2,733,005 
295 | New York 29.437.697 
749 North Carolina 12,533.453 
«-**" | North Dakota 3,601,042 
720 | Ohio 35,802,460 
12,936 | Oklahoma 11°575.203 
2.644 Oregon 6.774.473 
| Pennsylvania X32,006.86% 
12,909 | Rhode Island 1.792.003 
£68 | South Carclina 7,783,775 
1,416 | South Dakota 5.514.636 
1.89 | Tennessee 10,762.224 
2 898 Texas 32,052,442 
Utah 2,104,912 
12.061 | Vermont . 1,880,321 
647 | Virginia 11,425,980 
313 


13.€78 
6.374 
5.073 
2,922 


3.98 


New hire 


412 New 


| Washington 8.132.105 
3537 | West Virginia . 5,602,146 
“*" | Wiscontin 8,757,555 
2,376 | Wyoming 1,464,605 
1,652 TE cn see oeenee $522,110,961 
4423 | ‘*Idaho tax raised March 1 
iLouisiana tax rate raised Novem- 
ber 27. 
§New Jersey tax rate 
cember 1. 


xPennsylvania 
talker 8 


raved De- 


178,440 


tax rate reduced 
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nT ie aa Passenger Car Equipment and Accessories 


(Continued from Page 2) 


The stockholders of a corporation NAME AND 
do not take it for granted that the MODEL 
president and board of directors are | 
making the profit they would de- | 
sire, and therefore insist upon a) 
quarterly statement of a company | | Auburn 8- 98 
or corporation, which in effect is a | Austin 
report of results achieved by the ii: 3 °6©6~CS*W 
company’s officers. And if company ‘ . 

: , | Buick 8-60 
officers of large corporations need | Buick 8-80 
= -_ = apnea to — | Buick 8-90 AC 
is it Cima ee Cadillac V-8 . | re C Jag | [2 

The automobile dealer is some Cadillac V-12 | A Jag | Cas | Tern Tern | Duc Hal | | Hal Bec | ** 

“ = § “ia | ay 7 | J | * 
what in the position of the stock- Cadillac V-16 ammo AC _Jag | | - -M DR | . — copeall __Cas | Tern _Tern | | Duc _ Gui Hal Sec Lesieeieansiolion 
holders in his own firm. He is ex- | Chevrolet watt Se Ac — |} AC __—DR | | AC ty : — | Tern — | Duc | Gui | _Gui —j|* 
pecting his salesmen to sell auto- | Chrysler 6 | NE — | Mot-M DR | AC Wil | Yes _!i— —|—  Cor| Cor Opt 
mobiles, in our case, automobiles, | Chrysler 8 | NE — | Mot-M DR/]| AC Wil Mot-M —_-_ — —_—|— Hal | Hal Opt | — 
trucks, taxicabs, school” buses and Chrysler Imp. 8 | AC ome Mot-M _ DR | AC Wil | Mot-M Cas’! — —_ > Hal Hal Opt — 
used cars and trucks, and he must | Gord Front Drive| Ste No | Mot-M DR |Cha ___USL | Ster __Cas | GR No | Mur Ind | Ind a ee | 
be in a position to determine not | pe Soto Six. | NE No | Mot-M DR a ~ Wil | Yes No | Yes Yes| Duc Cor| Hal —|No | Yes 
— ~—— oe = — De Soto Eight | NE No| Mot-M DR _Wil | Mot-M_ No | Yes Yes | Duc Cor | Hal —|No | Yes_ Yes Lo 
salesman is deme in order to jus. |De Vaux Six | Ste No | Mot-M Yale | — Pre | Mot-M__No | No No | Duc JB JB -) No | Gen Gen | Motow How 
tify the investment the dealer has | Dodge Six NE —|AC  DR{|AC* Wil | AC —| VS VS| Ditz Cor | Cor otal — | Yes Yes | Budd Lov 
made in him and his continuance Dodge Eight NE 7 AC DR } AC Wil | AC -| VS VS | Ditz Cor! Cor Opt |— | Yes Yes | Budd Lov 
with the dealership. urant 6-10 | NE No|K-S Aut-L | AC USL | Mot-M NE No No | Rin Cor | No —j|— | Bad Bad | K-H Sim 

To wait until the end of the quar- | Durant 6-12 | NE No|K-S_ Aut-L | AC USL | Mot-M NE| No No | Rin Cor ! No —|— | Eat Eat | K-H Sim 
ter or of the year is a mistake, for | Durant 6-14 | NE No K-S Aut-L | Cha USL Mot-M NE | GR No | Rin Cor | Yes —{— | Eat ___Eat | Motow_ Mon 


by that time if the salesman has | Essex Super Six = Ste — - | “Mot-M_ Ele | AC Ex | Mot-! -M —|— £=JB|JB —{|— , Own Own |*Motow Mon 
F = |- Tri | Own Own | Own 


“ey } heey Mond oe domersieas | |Ford A Var —|Own  Ele| Cha Own|— _ —|— Own|— _ T 
— oe |fr’klin S15 Trans.. NE Wal| K-S  DR{| Cha Nat [ — a! ~ GR|*  Cor,| Cor ors CG CG Motow Lov 

Most up-to-date dealers today use Fr'klin S 15 De L.| NE Jag | | K-S DR | Cc ha __USL | ities a R |" Cor | Cor . a oe |CG CG | Motow _ Lov 
a daily report form which in turn | Graham Stan. 6 | NE Her | Cha Wil | Mot-M i —|— LOF | ASP ASP | MotoW Lov 
K- Wil | Mot-M ; —i— LOF| ASP ASP | MotoW Lov 
K- 


4 


8 


i DB 


~ ‘Ele lL Cha -- -. Ind | Ind 
a= | a 
— | Duc Gui | Gui 
Duc Gui } Gui 
Duc Gui | Gui _ 
Tern ern | Duc Gui | Gui _ 


~~ Gas | Tern. Tern | Duc Hal | Hal Sec | Kel | Ba 


Heat In- 
dicator 


D 


Fuel Gauge 
on Dash 

*Cig. Lighter 
| Make of Body 
/Finish Used 


} 

ls pedometer 

i} 

joo 

| 

| 

\Parking or 

\\Side Light 
i 


| 

|® 
| 
t 


oer 
a RR | 


i ' | 
px fat at as 


ba) ad ot py! 


F 


| | a Al 





—i|ksS 
. Graham Sp. 6 | NE — s Her | Cha 
aun ¢ dite i ae os of Gretiae Sp. 6 |NE —|K-S  Her|Cha Wil | Mot-M —|— Lor ASP ASP | MotoW Lov 
mulative performance, broken down Grabam Cust. 8 | NE - s Her | Cha ___Wil | Mot-M_ Cas | VS jaw LP | ASP Motow __Lov 
| Hudson Greater 8 | Ste — | Mot-M__ Ele | AG Ex | Mot-M_ — | |— Hal | Hal I MotoV 

Mot-M Ele | Cha Wil | | ‘Mot-M | Val Cor | Cor LOF/|— | K-H Gab 
t Ele | Cha Wil | Mot-M | | Val Hal | Hal LOF Gab 
t 
t 
t 


into the kind and amount of effort Dup | wn |;Motow Gab 
he puts forth each day and the! Hupmobile Cen. 6) Ste — | 1 a nn 
specific results therefrom. | Hupmobile Cen. 8 Ste a | 
Every organized dealer uses an | Hupmobile U | Ste — | M 

| —|M Ele | Cha Wil | Ster Cas | VS | Val Hal | Hal LOF | 

— | Mot-M Ele | Cha Wil | Ster —|vs | Val Hal | Hal LOF | 


AC DRI AC DR | AC Cas | Tern Tern | Duc Hal | Hal Sec | — 


-M 
-M_ Ele | Cha Wil | Ster Cas | VS | Val Hal | Hal LOF 
up-to-date prospect filing system,| Hupmobile H Ste -M 
because he realizes that prospects | Hupmobile C | Ste - 
are potentially future customers. | ¢y Salle a i “AC Jag 
ee ee ee Se eee | NE Thom | K-S Her | Cha Ex | Mot-M Cas | Cuno Yes |* Hal | Own Tri | — 
| Ste “Mot-M DR> | Cha ~ Nat | Mot-M_ - JE —|* Cor | Cor Dup | -— 


oO 
0 
oO 
oO 


| 
| 
| 
| 


number of the right kind of pros- | Marmon 70 
pects, nor does he take it for grant- | Marmon 88 NE Ster Mot-M DR | Cha Ex | Mot-M Cas —j|* Cor | Cor Dup } 
ed that the salesman does not have | Marmon 16 ee t _ oe | ae = | —ji— ip.) 
too many prospects in order to do Nash Six-60 — } AC USL | AC 
the right kind of job with any one | Nash Eight-70 USL | AC 
of them. | Nash Eight-80 AC USL | AC 
[I have cited these definite retail | Nash Eight- 90 AC Ex | Mot - ‘M Cas 
= -sgner : on the ogee = an mate Oakland 8 ae ie a C CG = pice 
ate and successful dealer in sana —— ‘ 
for the purpose of pointing out th ‘| : ___DR I AC Wil | ae 
need for a definite and specific sales | acienedt — , =| = —o © Sen 
rocedure fr , — - -- 
oa the me” ates tee be a| Packard 840 oo Cha Pre | Mot-M Cas _ 
stiffening of the backbone rather | ©¢kard 845 | Cha Pre | Mot-M Cas | — Hal | — _LOF | 'Cen Cen | Lov 
| Peerless Stand. 8 AG ~ = | Mot-I al Cha Wil | Mot-M Cas | — No | Val. Cor | Cor Dup|No | Cen Cen Bimel Gab 


JB | JB Opt|— | Cen Cen |iMotow 
JB | JB Opt | Cen Ii Motow 
JB | JB | Cen |*Motow 
JB | JB Eat ; |FMotow 


Suc Gui | Gui ¥ | | K-H ov 
uc Gui | — = —| Motow Lov 
~ fal) — | Cen Cen | + Lov 
Hal | — | | Cen Cen | 7 Lov 
Hal|— LOF | Cen Cen | Lov 


vs 


—|Tern Tern 





| 
| 

_| Fern 
at eae 


| 
| 
! 
rt 
[ 
| 


than the wishbone. A closer adher- 
which | Peerless Mast.8 | AC Ster Cha Wil | Mot-M Cas | — No | Val Cor| Cor Dup!— |Cen _ Cen | Bimel Gab 
| AC Ster S | Cha Wil | Mot-M Cas | — No | Val Cor} Cor Dup | Eat Eat | Bimel Gab 


ence to the fundamentals 
NE | VS vs — — | Gui LOF | [ Eat Eat | Butid ~__Lov 


every up-to-date merchandiser real- | | Peerless Cust. 8 Wil 
izes are so important to any kind of | | Pierce-Ar'w w 41-2-3) ‘NE Wal | os Her | Cha Wil | ** 


selling success. |Plymouth  ||NE  —j|Yes  Sha|AC ¥£Wil|— —|— =-|Duc .Cor|Cor — ce "Gen Gen | / 
Pn ee - a Pontiac _ ; AC — |AC ~DR- — DR |— —J| Tern Tern | Duc Gui | Gui — 1 “Own Own | K-H LOV 
number of sales, . Reo Royale | Ste Elgin K-S Cha Wil | AC “Yes | Yes No | 7 — | Gui r | | CG CG |MotoW Lov 
ne decile - Reo Fly’g Cloud 8 | Ste DR | Cha Wil | AC Yes | Yes No | ¢ — | Gui + | | CG 
aber may Tiguee inet © welt | Reo Fly’ Cloud 6 | Ste DR | Cha Wil | AC _Yes | Yes No | ¢ — | Gui CG 


ordered prospect system is worth T  ceapaeacaintaad leet tien hilanananits tenia ecemmtamecetiatiintng eta eat AB, $$ — oer 
- twenty sales per month. Another | Studebaker Six | Ste Yale | Cha Wil | Ste — | * Ind | Ind + Ste 
dealer may figure that a quota | Studebak’r Dict. 8, Ste Yale | Cha Wil | - =|= -— | * Ind | Gui Ste Ste 
board is worth fifteen sales per Stud, Com. 8-70 | Ste Her | Cha wil | 8 —_ — | * Gui | Gui Ste Ste 
month to him. Another dealer may | Stud. Pres. 8-80 | Ste NH Her | Cha Wil | Ste Cas 3 . Ful | Gui | Ste Ste 
figure the standard road demon- | Stud. Pres. 8-90 | Ste NH Her | Cha ce | Ste Cas | * —/|* Gui | Gui | Ste Ste 
stration may be worth ten sales per| Stutz LA | Ste Wal | Mot-M DR | Cha Pre | Mot-M Cas | No Lin | Val Ind | — |Buck Buck | 
month to him. But the fact remains | Stutz MA | Ste Wal | Mot-M Her | Cha Pre | Mot-M Cas | Lin Lin | Val Ind | — | | Stan Stan 
that any fundamental is worth a/ Stutz MB | Ste Wal | Mot-M Her | Cha ___ Pre | Mot-M_ Cas | Lin Lin | Val Ind | — | Stan Stan | jab 
— —— of sales to 4ny| Willys 97-98 D | NE No |K-S Aut-L.| Cha USL | No _—ie r Yes | Yes ; l Mon 
aier, and just as long as he neg-| winys 8-80 D |NE No/K-S Aut-L | Cha USL | Yes — | Yes Yes | Yes Mon 
| Mon 


lects the use of any fundamental 2 
in his retail selling efforts just that Willys-1 K. 66D | NE No|K-S Aut-L | Cha USL | Yes = Yes Yes | Yes Opt | 


Mur—Murphy Varnish Co., Newark, N. J. WIRE WHEELS 


long will he be losing that number 

; pel 

1 BATTERY 1 

= se oe could be made over KEY TO ABBREVIATIONS DR—Delco Remy Corp. Rin—Rinched oe o. York ett Bimel—-Bimel Spoke and Auto Wheel Co., 

above his present rformance : : ' Val—Valentine & Co., New York city. Portland, Ind. 
In a like anna or rote USED IN THIS TABLE Ex—Electric Storage Battery Co., Philadel- eyarious lacquers used. Budd—-Budd Wheel Co., Detroit. 

sadam 8 man | phia tUsing both Ditzler and Pratt & Lambert. yyotow—Motor Whee! Corp., Lansing, Mick. 

i r as applied to other major de- Nat—National Lead Battery Co., St. Paul, Day—Dayton Wire Wheel Co., Dayton, O. 

partments of a dealer's business is SPEEDOMETER Minn STOP AND PARKING LIGHTS K-H—Eelsey-Baves, Detselt, Mich. 
— st-O- i . - t both Kelsey-Hayes and Motor ee 

productive of a specific profit or the | ac—ao spark Plug Co., Plint, Mich vst Prest-O-Lite Ce.. ay Ind; | Cor—Corcoran Lamp Co. one oe y-mer 

r-U 3 L Battery Corp iagara Falls, ~ } : 

Gul—Guide Lamp Corp., Anderson, Ind. *Not standard equipment 


prevention of a definite loss. which | NE— North East Appliance Corp., Roches- y. 
| N. ¥ wil—Willard Storage Battery Co., Cleve- Hal—C, M. Hall Lamp Co., Detroit, Mich, SHOCK ABSORBERS 


is just as important. | St ‘Ste wart-Warner Speedometer Corp l 
e a orp., an b . 

Automobile a: salesmanship and} Chicago aie makes—Exide, Willard, Delco- Ind—Indiana Lamp Corp. Connersville, Gab—The Gabriel Company, Cleveland, 
management in the future must as | Var—Various makes Remy and USL a WwW. B I Mig. Co., Hou—Houde Engineering Corp. Buffalo, 
S é n ine | rr , d Delco-Remy used. JB—The Jno . Brown Lamp g. Co., N. Y. 

Sume a more business-like aspect | CLOCK Both Exide an y Columbus, O. Lov—Delco Products Corp., Dayton, O 
in every way. It must become more | 8org—Borg Clock Co HEAT INDICATOR SAFETY GLASS Mon—Monroe Auto Equip. Mig. Co., Mon- 
professional, more systematic, >| Elgin—-Elgin Watch Co, AC—AO Spark Plug Co., Flint, Mich. 4 roe. Mich. 
; ase c, more | Jag—Jaeger Watch Co., New York city. Molt-M—Moto Meter Gauge and Equipment Sec—Security, product of General Motors. gin ‘simplex Reboard Clips. 
consistent and more lucrative in | NH— -New Haven. See Phi Corp., Long Island City, N. ¥., and La Tri—Triplex Safety Glass Co. ae 2 iN i. 
LOF— Libbey-Owens-F ord. 


order to attrac ; Phi—Phinney-Walker Co., New York city. Crosse, Wis 
t the proper type of Ster—Sterling Clock Co., La Salle, Ill. Ste—Stewart-Warner Speedometer Corp. Dup—Duplate Corp GETS $500 AWARD 


individual into the ranks of auto-|'Thom-Seth Thomas Clock Co Ster—Sterling Clock Co., La Salle, Il. Indestructo—Indestructo Glass Corp. 
| Opt Bayonne, N. J., March 31.—John 


mobile sellin anizati Wal—Waltham Watch Co., Waltham, Mass. US—U. 3. Gauge o., N. Y. C. Optional 
The ~s organizations. *Optional, 7 **Using boh U. 8 and AC. **—Using both L-O-F and Indestructo. 
12 oldtimer, not entirely from | ital eile CIGAR LIGHTER *Using both Security and Duplate. Somers, of the Bayonne plant of the 
. a 3 xE we - . t—Us t .-O- ate, ‘ 
om nae, 6 age, Wut the man | -AC Spark Plug Co., Flint, Mich. *Cigar lighters in many cases are optional — os eg — —— Standard Oil Company was awarded 
who is living in dreams of the past | K-g—King Seeley Corp. Ann Arbor, Mich equipment, and are not standard on all aEeree $500 by the Central “Coin Your 
hoping for a return to what he|Mot-M—Moto Meter Gauge and Equipment Seas a ne ee pares eve = Kel—Kelch made by Grand Rapids Metal- ‘ , 
. ~ ¢ ‘ity ‘ e ile o ri0u ca » P , ' i Ss s 
thinks is normalcy, is doomed to| Corp. sane Island City, N. Y¥., and La Se | PO a oe Grand Rapids, Mich. Ideas” committee for his suggestion 
disappointment. What he sees is a|** -Pierce-Arrow uses both U. S. and King Cas—Casco Products Corp., Bridgeport, **Not standard equipment on Cadillac V-12. on a method of improving rectifters. 
2ele ’ 
mirage of obsolete methods that| Seele NE—North East Appliance Corp., Roches- BUMPERS It was his fourth award. 
yreve effective before production | LOCK ter, N. Y¥. Se ee ac ASP—Alloy Steel Products : 
acilities were adequate to s yl Aut-L—Electric Auto-Lite Co., Toledo SMOKING AND NITY SETS Bad—Badger Mfg. Corp., Milwaukee, a 
: quate UDDY | oe mriens-trettem Oe. Mitwenkes. a ids : Bif—Biflex Corp., Waukegan, II. BUS SYSTEM EXPANSION 
the natural demand. a rie 6 os i GR—Grand Rapids Metalcraft Corp.,Grand 2)’ oo oen 
08 Ossorm, lco-Rem orp., le Rapids, h. ck— ° 31.— * 
While I believe that modern engi-| derson, Ind Pan. ~~ Og OG—C. G. Spring and Bumper Company. __ Trenton, N. J., March 31.—Re 
neering design and construction are Cone Specialty Co., Holmesburg, vS—van Sicklen Corp. Elgin. Til. oe Con Pepto’ Brom & Pytuse Os. Easing vision of fares and the addition of 
, i Tern—Te , ‘ ”, t 5 c . 5 § s le ° ; 
most important, I am thoroughly | pR—Delco-Remy Corp., Anderson, Ind. ee ee — 8. a Eat—Eaton Axle and Spring Co., Cleve- another bus, making three me olf 
convinced that it is primarily or- | Her—Hershey Mfg. Co., Chicago. Conn. aK alt ad sae, aaa on route E of the Trenton Trans 
: . — e , en— ne. an um ’ . - 
ganized man power that will govern =e Se 8 OS. oe Wis, *Various makes Sten einrd bint Secine-diem, Company from Trenton to Allén 
the future successes of automobile BODY FINISH Ste—Stewart-Warner Speedometer Corp. town has been approved by the 
SPARK PLUG Ditz—Ditzler Color Co., Detroit, Mich. Wol—Wolverine Bumper & Spec. Co, Board of Public Utility Commis- 


dealers and manufacturers to a very 
—AC Spark Plug Oo., Fligt, Mich. Duc—E. I, du Pont de Nemours & Oo., tExtra equipment. 
&otad extent. eo Se @oark tius Go. Toleda. @. Philadelobia *Qptioual. sioners. 


——— 
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Gleason Announces New 
Tool Sharpener 


CLOSE-UP of tool 


a 


tind grinding wheel on Gleason No. 12 generator 


tool sharpener 


Gleason Works, 


Rochester, 


announces its new No, 


| ie 


12 gear generator tool sharpener. 


The new grinder will sharpen the* 


the Gleason 
gear generators and 
the sixty-inch spiral bevel gear 
planing generator. Only one grind- 
ing wheel is used to sharpen both 
of the tools for cutting opposite 
sides of the gear teeth. The only 
rotating paris are the wheel spindle 
and the pump, which are driven by 
a belt connected to the motor, 

The wheel used is a standard 
7x2x1'4-inch cup type. Tools can 
be ground to any side rake by 
loosening a nut on the tool holder. 
The desired front rake angle can 
be oF .ined by a similar setting at 
the point where the tool holder is 
attached. 

Three different pairs of tool hold- 
ers can be used, but only one is 
furnished as standard equipment. 

The wheel spindle is driven by a 
1 horse-power, 1,500 or 1,800 r. p. m. 
constant speed motor mounted in 
the base of the machine. A mag- 
netic reversing switch 
equipment. 

It is equipped with a pump for 
delivering coolant to the work. 
Lubrication is supplied to the wheel 
spindle bearings by one main oil 
cup and may be checked by a sight 
gauge. The idler pulleys, coolant 
pump and motor require greasing 


ALUMINUM USED IN 
CHAIN HOIST 
CONSTRUCTION 


tools used on of 


straight bevel 


any 


' and 


i 


CHISHOLM - MOORE aluminum 


alloy chain hoist 


‘The Chisholm-Moore Hoist | 
Corporation, Tonawanda, N. 


is standard | 


istrength. First showing of 


| hoist are portability, 
; cation, 


j ball bearings, 


It occupies 4 
weighs 


only semi-annually, 
floor space 32x36 inches and 
1,500 pounds net. 


NO. 12 generator tool sharpener 


Bo ° 
Y., announces an aluminum- 
|alloy chain hoist—Al-Lite. 


It is claimed that the new hoist 


| is one-third lighter than other chain 


has fewer parts and unusual 
the new 
Al-Lite hoist will be in Cleveland at 
the Second National Industria] Ex- 
position, April 13-18. 

Other features claimed for the 
Alemite lubri- 
design, easy 


hoists, 


simple, rugged 
hardened and 
planetary-type gears, 
dust-proof housing, adjustable brake 
corrosion resistant, ‘“Inswell” 


accessibility, 


‘wees 


IMPROVEMENTS MADE 


ground | 


| finished 


ON TELESCOPING LIFT 


ECONOMY telescoping litt 


Economy Engineering Com- |, 


Ill., is manu- 
line of ball- 
telescoping 


pany, Chicago, 
facturing a new 
bearing equipped, 
lifting machines. 
Ball bearings in these new 
are used in the sheave and platform 
in the sliding 


models 


frame wheels and 
frame wheels on the _ telescopers 
Friction is further reduced through 
the use of recently designed flange- 
less guide wheels which are used to 
support the platform and telescop- 
ing frames. 

In the hand-power 
claimed, that twenty-five 
cranking effort will lift the 
load, 

The electric machines are equipped 
with high torque motors of 's, 1, 2 
and 3 h. p., or more, depending on 
the speed of operation desired. All! 
are controlled by a single lever drum 
switch unless otherwise specified. A 
lever attached to the rear of the 
controller snaft operates the service 
brake. Automatic limit stops are 
provided. 


CYLINDER SLEEVES 
ADDED TO DALL LINE 


ype, it is 
pounds 
rated 


semi-finished cylinder 


sleeves 


DALL 


Parts Compan 
that 


The Dall Motor 
Cleveland, O., announces 
complete line of finished and 
eylinder sleeves has been 
to its list of products. One 
cylinder 


a 
semier 


adde: 
end of each semi-finished 


IN APPLETON LIGHTS “!“*’¢ '* “enteree 


Appleton Electric Company, Chi- 
cago, Ill., has introduced 
in its inside controlled AutoReelite 
| and Appleton driving light heads 
!to make them conform with changes 


in headlight design on the new 


| model motor cars. 


| “ 
REDUCES PRICE OF 


NEW SPRAY GUN 
The Toledo Steel Products Com- 
pany, Toledo, O., announces 
due to production economies, 
Jaco spray gun, which was recently | 
introduced, has been reduced in | 
price from $9.50 to $6.50. 


changes | 


| ord,” 


that, | 
its | 


| 


SERVICE REMINDER ON 
NEW REAR VIEW MIRROR 


Bracken- 


its 


Liberty Mirror Works, 
ridge, Pa., has introduced 
Lyco non-glare rear view 
which incorporates a “service 
a small chart. on which nota- 
tions may be made for changing 


oil, lubricating the chassis and 
checking the battery. Pencil mark 


new 
mirror, 
rec- 


| notations may be removed with an | gears. 


eraser while those in ink may be 
removed with a moist cloth. 


| line 
| precision lathes, each of which 
self-contained 


A . Production os Engineering -- Factory 


Se 


‘BALL BEARINGS USED 


Differential 


11 


| 
y 


Float Valve 


Controls Water Level in 
Fuel Supply Tanks 


AQUATRAP installation 


Aqua Systems, Inc., 
market the “Aquatrap,” 


storage tanks for. gasoline or 
This device, it is claimed, settles 
out the water and dirt and after 
water has accumulated bevond 
fixed quantity shuts off the flow of 
luid. The control equipment oper- 
ates on the principle of the differen- 
tial float controlled valve 

In illustrations view “A” 
shows the tank in normal operation 
with gasoline entering the open cut- 
off valve and passing through the 


a 


the 


New 
whic 
difficulties resulting from water 


on gasoline storage tank 


York city, has placed on the 
h is designed to overcome the 
and dirt accumulating in 
anv immiscible solvent. 


. 


discharge of the fueling station 
View “B” shows the tank in the 
shut-off position with cut-off valve 
closed, cutting off the supply to and 
discharge from the tank. This 
tion is caused by a sufficient quan- 
titv of water accumulating at the 
bottom of the tank and raising the 
float. which is designed to float in 
water and sink in gasoline 


ac- 


South Bend Manufactures 


New Line 


NEW South Bend series 


South Bend Lathe Works, South 
Bend, Ind., has introduced 
back-geared screw-cutting 


is a 


a new 


of 


unit, featuring un- 
derneath belt drive with power unit 
and motor enclosed in a cabinet leg 
under the head stock. 

The new lathes are designed for 
production work in manufacturing, 
for precision work in the toolroom 
and for general machine shop use. 
Known as the series "“N,” they are 
built in 9 to 18 inch swing sizes and 
in bed lengths from 2'g to 14 feet. 

Eight speed ehanges are provided 


through the four-step cone and back | 
inter- | 


lock prevents the automatic longi- | 


An automatic safety 


tudinal feed from being placed in 


oN 


of Lathes 


ns tenses ped 


* x 
siti cis tani le ete btnaiaon tame eeisnanitsesiiitistsensealiDD alana setts. ian tits sania Mascinisiasisnib tabs tis 


belt motor driven lathe 


while the split nut is clamped 
culling 


action 


on the lead screw for 


threads 
A 


starts, 


reversing switch 


reverses the 
spindle. A single clutch knob oper- 
ates both the automatic cross feed 
and the automatic longitudinal] feed, 
A sliding gear in the apron permils 
changing from automatic longitudi- 
nal feed to automatic cross feed. A 
multiple disc clutch, immersed 
oil, provides control over the power 
speeds. For accurate drilling the 
tailstock spindle is graduated 

Prices range from $369 to $1 259. 
CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 

NEWS BRING RESULTS 


drum type 


stops o1 lathe 
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DeVaux 


oduction 


Starts 


at Grand Rapids | 


Millions of motorists anxiously await 


Today...April Ist, 1931...the De 
the opportunity to drive a De Vaux— 


Vaux-Hall Motors Corporation takes 


its place among the producing auto- 
mobile companies of America. 

De Vaux No. 1009 rolls off the con- 
veyor line at Grand Rapids. It is the 
first production car. Following it will 
be a stream of De Vaux models for 
weeks and weeks — to fill the huge 
number of orders on hand from all 
parts of the United States and foreign 
countries. 

In a few days, production will start 
at Plant No. 3, in Oakland, California. 


powered by the famous six-cylinder 
Hall Motor. This exceptional moter 
car is the first low-priced automobile 
offering the exclusive advantages of 
Col. Elbert J. Hall’s engineering genius. 

Many of America’s foremost distrib- 
utors are joining De Vaux-Hall forces 
—to sell the car expressly designed 
to out-perform any other low-priced 
automobile. 

Good business judgment prompts 


you to get details at once. 


an Hour 


70 to 80 Miles 


Confidential Inquiry Coupon 


Models 


Seven 
De Vaux-Hall Motors Corp., Grand Rapids, Mich. or Oakland, Cal. 


STONE | ees 


f. o. b. Grand Rapids 


Now handling . 





